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There's a DELFAIR floor for every job— 
STANDARD STRIP... in regular grades and 
sizes—DELFAIR PREFINISHED . . . for last- 
ing floors with built-in beauty—PLANK AND 
PARQUETRY .. . for unusual charm and 


distinction. 


Yes, when it comes to hardwood flooring, 
you can always depend on DELFAIR. 


D..L. FAIR LUMBER COMPANY 


Louisville, Mississippi 
Please send me your new color folder, "When It 
Comes to Hardwood Flooring”. 
NAME 
ADDRESS 


DR cick ep orvsersedeemess bes Factory home of DELFAIR Hardwood Flooring 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 


2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 


3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. 


4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 


5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 
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e dens, featuring attractive, modern homes at common-sense 
at y,| PW High cost. And the quarters are still pouring in! 


This is the most terrific response to advertising we have 





ying April 1, thousands of families have sent in their 
25 cents for Celo Charts and additional information 





on home building—in response to Celotex advertisements 
in The Saturday Evening Post and Better Homes and Gar- 


ever seen in our entire history. It is clear proof that in- 
terest in home-building has soared to a new peak. Con- 

7 
eee e vincing proo a e powerful Celotex advertising is 
AND HERE’S PROOF! incing proof that th te Chetan: adentning 3 
influencing more and more people to think seriously about 


building now! 
Are you taking fullest advantage of the tremendous 


Forestry 


interest which this Celotex advertising is helping create 
right in your own locality? Are you cashing in by using 
the tie-in newspaper ad mats, window posters, counter 
cards, mailing pieces, radio announcements, and news 
stories which Celotex gives you free? 

Put these merchandising helps to work for you right now 
—not next year—not next month—but rIGHT Now. That is 
the way to get your share of the business which this great 
campaign is creating. If you haven’t already received this 


Build Stong fee Wee Futwee = free tie-in material, write us now. We will see that you 
. get it promptly. 
Build with 


Insulating Building Boards * Asphalt Coated Insulation * ‘Sheathing « Insulating 
E. | O | E. Lath * Insulating Interior Finishes * Rock Wool Insulation Products * Triple-Sealed 
Asphalt Shingles and Roofing « Gypsum Wallboard * Gypsum Lath, Plaster * Cemesto 


REG. VU. S. PAT. OFF, 


BUILDING PRODUCTS * Insulating Sidings * Acousti-Celotex * Flexcell Expansion Joints *-Hard Board. 


THE CELOTEX CORPORATION * CHICAGO 3, ILLINOIS 
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DISTRIBUTORS PLAN 


Sales training seen as need; 
group plans definite program 


Arthur A. Hood, editor of AL&- 
BPM, keynoted the business ses- 
sions of the annual convention of 
the National Plywood Distributors 
Association and the National Build- 
ing Material Distributors Associa- 
tion. The meeting took place June 
13, 14, 15, 1949 at the Edgewater 
Beach hotel, Chicago. 


Hood pointed out the need for 
trained salesmen and creative sell- 
ing as the answer to competitive 
selling that has plagued the indus- 
try in the past. 

In the panel discussion—Func- 
tions and Obligations of Wholesaler 
Distributors — there was general 
agreement that the wholesale dis- 
tributor is an indispensable link in 
the chain that moves goods from 
the manufacturer to the consumer. 


Otto Lieber of the Lieber Lum- 
ber & Mill Works, representing re- 
tailer dealers on the panel, pointed 
out that even the relatively few 
retail dealers big enough to buy 
most products in carload lots, find 
they can buy slow moving items 
and fill-ins more economically 
through wholesale outlets. He in- 
dicated the retailer tends to give 
his business to the distributor who 
offers sound, progressive service. 


NPDA and NBMDA voted to 
prepare a definite sales training 
program for the benefit of mem- 
bers. Details of the program will 
be available at a later date. 


Carl T. Crosby of the New Eng- 
land Panel Company, Everett, 
Mass. was elected president of both 
NPDA and NBMDA, W. W. Logan 
of Logan Lumber Company, Tampa, 
Florida, was elected vice-president 
for NPDA and Harold W. Sparks 
of Lumberyard Supply Company, 
St. Louis, was elected vice-presi- 
dent for NBMDA. 


Retiring president George E. 
Voorhees and managing-director 
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B. E. Babbitt reported on associa- 
tion affairs and progress for the 
past year. 


WHOLESALERS MEET 


Lumbermen call for measures to 
improve distribution of product 


WALES T. TURNER, retiring 
president of the National-Ameri- 
can Wholesale Lumber Association, 
told members of the group — 
meeting for their annual conven- 
tion in Chicago—that the lumber 
industry is made up of three in- 
dependent but highly interdepend- 
ent branches: manufacturing, 
wholesaling, and retailing. 

He pointed out that “A strong 
vertical tie, straight down the line 
from producer to point of sale is 
sadly missing in the lumber in- 
dustry. For us, orderly processes 
must depend on our own good 
judgment. We can all run in dif- 
ferent directions if we want to— 
and sometimes we do. 


“In abnormal times, there is al- 





Robert B. Cowles, new president of the 
National-American Lumber Association, 
Inc. Mr. Cowles firm is the Carlos 
Ruggles Lumber Co., Springfield, Mass. 

















ways the temptation for one or 
two branches of the industry to 
breach voluntary bindings which 
have been constructed over years 
of demonstrated necessity, and 
wander off in the quest of a few 
extra dollars. 


“These extra dollars may seem 
cheap. But more times than not, 
they cost more than they are 
worth. The bills for some of them 
are coming in now. You whole- 
salers know only too well what I 
mean. 


“In the last seven or eight years, 
which have constituted one of the 
longest periods of abnormality in 
our business history, we have brok- 
en too many traditions and sought 
too many extra dollars. For nearly 
a decade the science of lumber 
selling has been neglected in favor 
of short-term horse trading. 


“The services of competent, old- 
line wholesale organizations who 
sell service and satisfaction along 
with a carload of lumber, are be- 
ginning to look less and less like 
a spare tire and more and more 
like the third wheel of an airplane 
so needed for a safe landing. 


“We are not returning to the 
same kind of a buyer’s market we 
left in 1940, nor is the same kind 
of merchandising as plentiful. 
Enough trained sales competence 
to go around is essential.” 


The following officers were 
elected by the board of directors 
before the close of the meeting. 


Robert B. Cowles, Carlos Rug- 
gles Lumber Co., Springfield, Mass., 
president; Edward W. Conklin, 
Mixer and Co., Buffalo, N. Y., re- 
elected vice-president; Roy M. 
Janin, Roy N. Janin Lumber Co., 
Portland, Ore., second vice-presi- 
dent; Frank S. McNally, Sherman 
Lumber Co., New York, N. Y., re- 
elected treasurer; Sid L. Darling, 
New York City, reelected secre- 
tary-manager. C. J. Fisher and 
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Paul C. Stevens were reappointed 
assistant secretary and western 
manager respectively. 


1949 CONSTRUCTION 


Only slight decline from 1948 
expenditures is anticipated 


EXPENDITURES for new con- 
struction in 1949 are expected to 
decline only slightly as compared 
with 1948, owing to an anticipated 
increase of 22 percent in publicly 
financed projects, according to a 
revised forecast issued by the Pro- 


ducers’ Council, national organiza- 
tion of building products manufac- 
turers. 

“The value of privately financed 
construction, on the other hand, is 
estimated at about 9 percent less 
than last year,” Charles M. Mor- 
tensen, Council Executive secre- 
tary, believes. 

“The total value of new con- 
struction is forecast at $18.4 bil- 
lion, of which 72 percent would be 
privately financed. 

“Every major category of pri- 
vate building is expected to decline, 








When Lumbermen most needed sound protec- 


tion, the Lumbermen’s Underwriting Alliance met 
their need by providing sound insurance at 
reasonable cost. We “Bridged the Gap” in 1905 
and again in 1945, and we shall continue to meet 
the needs of Lumbermen for trustworthy services. | 





LLIANCE 


LUMBERMEN 





The Lumbermen’s Underwriting Alliance 


Fire, Windstorm 
and 
Allied Insurance 


serves lumbermen exclusively with sound 


fire prevention engineering and com- 


plete, trustworthy insurance services. 


U. S. Epperson Underwriting Co., Manager 


J. J. Lynn, President 
R. A. LONG BLDG., KANSAS CITY 6, MO. 


509 Terminal Sales Bldg. 
Portland, Oregon 


301 Strand Bldg. 
Toronto 1, Canada 


1205 Nat. Bank of Comm. Bldg. 
Norfolk, Virginia 





‘except warehouse, 


office, utility. 
and institutional construction. The 
estimates show a drop of 17 per- 
cent in stores, restaurants, and 
garages. The increase in utility ex- 
penditures is attributed mainly to 
increased construction by power 
and light companies. 

“Increases are anticipated in 
every important type of public con- 
struction, except military and 
naval. The major gain in dollars 
is expected in school construction 
where an increase of 50 percent is 
forecast. Highway construction is 
estimated at $1.7 billion, an in- 
crease of 6 percent over last year, 
and sewer and water construction 
is expected to rise 20 percent. 

“Although the total forecast for 
the year is lower in dollars, an 
actual gain in the amount of physi- 
cal construction is anticipated, be- 
cause building costs during 1949 
probably will be somewhat lower 
than in the preceding year.” 


BUILDING COSTS 


Survey shows national decline of 
five percent over the last year 


BUILDING cost trends and ex- 
pectancies, and economic adjust- 
ments within the building industry 
which have taken place since the 
peaks in volume and costs were 
reached last year, are revealed in 
an opinion survey among builders 
conducted by F. W. Dodge Corpora- 
tion, a fact-finding organization for 
the construction industry, the find- 
ings of which were made public 
recently. 

The survey shows that costs of 
building single-family houses and 
large-type buildings in the nation 
as a whole declined 5 per cent be- 
tween May 1, 1948 and May 1 of 
this year. 

It reveals further that costs are 
expected by November of this year 
to decline another 8 per cent, build- 
ers in general anticipating a down- 
ward movement through the re- 
mainder of the current building 
season. 

MATERIALS SUPPLY AND PRICES 

While three out of ten builders 
surveyed report adequate supplies 
of all materials and equipment, the 
remaining 70 per cent are still 
hampered in their operations by 
short supplies of one or more of 
the metals, metal products, mason- 
ry materials or lumber and mill- 
work items. 

Approximately one-quarter of 
the builders reported that no ma- 
terials continue at peak price levels 
or continue to rise, but the remain- 
ing three-quarters find one or more 


July 2, 1949, AMERICAN LUMBERMAN & 

















“ieee ae 
REPLACE OUT-MODED EQUIPMENT 


REDUCE COSTS! # 
M 


\with this 
ALL; PURPOSE 


DeEWatr 


BUILDING Propucts MERCHANDISER 





How to catch a customer’s interest — 
and build extra profits — fast! 














Wew Stanley ROL 


For years home owners have wanted 
an item like this. Stock and display 
the new Stanley No. 23 Roller 
Catch and watch how fast it sells. 
It’s the ideal catch for any interior 
house door (closet, wardrobe, com- 
municating) that does not require 
a lock—and a sure-fire profit- 
builder for you! 













LER CATCH 


for Interior Doors 


LOOK AT THESE ADVANTAGES 


@ Rolls smoothly, silently into the strike 
pocket 


@ Holds door securely in closed position 
@ Eliminates rattling 


@ Adjusts easily— merely pull roller- 
plunger forward and turn with fingers 


@ Made by Stanley —a name your cus- 


tomers know and trust 


FREE DISPLAY—It Sells For You—Here’s a free offer with 
a “catch” in it. Yes, the No. 23 Roller Catch is built 
tight into this merchandising display by Stanley to 
help boost sales for you. This display available on 
request with an order for one dozen Roller Catches 
(packed 12 in a box). 


Use the coupon to order, and be sure to include the name of 
the Stanley jobber you want the 
merchandise to be billed through. 
Mail this coupon now—there’s big 
profit in today’s demand for a 
silent catch that rolls and holds. 


THE STANLEY WORKS + NEW BRITAIN, CONN. 


[| STANLEY ] 


Reg. U.S. Pat. Off. 








—_—_ — — —— HARDWARE * HAND TOOLS * ELECTRIC TOOLS * STEEL STRAPPING 


THE STANLEY WORKS, 


Hardware Division, New Britain, Conn. 


Please send me, through my jobber, one dozen No. 23 
Roller Catches with free merchandising display. 


Street... 
City 


& 
° 
5 
® 
= 
St) 
3 
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My Stanley jobber is 





Zone State... 





items, particularly in the metals 
and metal products group and in 
the masonry materials group, are 
at their peak or continue to rise. 


There has been noted a real im- 
provement in two factors, namely, 
excessive time required in shop- 
ping for and obtaining materials, 
and irregular deliveries of ma- 
terials, both of which were im- 
portant cost inflation elements in 
the immediate postwar years. 


PRODUCTIVITY OF WORKERS 


There was almost unanimous 
opinion that the productivity per 
man hour of on-site building crafts- 
men has improved during the last 
year, with 10 percent improve- 
ment being most often mentioned. 
Further improvement in productiv- 
ity of both skilled and unskilled 
workers during the remainder of 
the year is expected. 


Lump-sum contract letting has 
returned as general practice in the 
building industry, the builders in- 
dicate, with 72 percent reporting 
that three quarters or more of their 
current work is being done under 
firm-bid contracts. During the im- 
mediate postwar period of soaring 
costs, many builders were accept- 
ing only cost-plus-fixed-fee con- 
tracts in order to protect them- 
selves against losses on work done. 


The questions asked, summaries 
of opinions, and important regional 
variations, follow: 


1. In the area of your operations, 
are building costs higher,or lower 
than they were twelve months ago? 


(a) Single-family houses 


Analysis: 74.80 percent of those 
answering the question reported 
costs lower. The median percentage 
decline, including those answering 
higher, lower and same, was 5 per- 
cent. The extremes were reported 
by the Mountain States where 46.14 
reported costs lower with the me- 
dian there showing no change, and 
the Pacific States where 81.40 of 
those answering reported costs 
lower with the median decline re- 
ported as 10 percent. 

(b) Large-type buildings 

Analysis: 77.28 percent of those 
answering the question reported 
costs lower. The median percentage 
decline, including those answering 
higher, lower and same was 5 per- 
cent. The extremes were reported 
by the Mountain States where only 
49.5 percent reported costs lower, 
with the median indicating a de- 
cline of 3 percent, and the South 
Atlantic States where 94.60 per- 
cent reported costs lower with the 
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Texoak tongued and grooved floor- 





© 


. SS a . te cl MIUM 


The uniformly high quality of each grade of Texoak Flooring didn’t 
just happen. Texoak Flooring was carefully graded, accurately machined 
and scientifically kiln dried. The result—a beautiful, long lasting flooring 
that SELLS. 


ak Flo 


oak oring 
Texoak Flooring is backed with a strong, cooperative advertising campaign 
that will help you sell more Texoak Flooring. Newspaper ad mats, radio 
commercials, and folders for direct mail advertising are just a few of 


the many items in your Texoak cooperative dealer advertising campaign. 


Write for Information and Price List 
A postcard or letter will bring you by return mail our latest dealer price 
list, along with full information on how you can make flooring profits 
by tying in with the Texoak merchandising campaign. Write today. 
There’s no obligation. 


To Wholesalers and Commission Men 
A few territories for Texoak Flooring are still open to well es- 
tablished wholesalers or commission men. Write for complete 





details about this nationally advertised line of flooring products. 


HK FLOORING C OMPANY 


TEXAS 
P. O. BOX 480 


CROCKETT, 
PHONE 443 


These heavtiful glond 


Texoak Parquet Flooring 
‘Interlocking tongued and grooved 


‘Texoak Flooring 





ing sells because of its beauty, be- 
cause it’s accurately machined, be- 
cause it lays right and stays laid. 


floor blocks of beautiful kiln dried 


oak, 9” x 9” x 25/32”. Write 
for free sample. No obligation. 
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Texoak stair treads and there 


ore 
of fine quality. Your customers will thre 
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says M. Lincecum, 
Gateway Lumber Co., 
Houston, Texas 


“Texoak Flooring is definitely 
preferred by our customers over 
other brands of flooring,”’ says 
Mr. Lincecum. 

We have 


had such grand success in sell- 


“And no wonder. 


ing profitable Texoak Flooring. 
It’s beautiful, precision-machined, 
scientifically kiln dried and is 
manufactured in one of the 
nation’s most modern flooring 
plants. 

“The first few jobs on which 
we sold Texoak Flooring have 
led to a constant increase in 
our flooring sales. One of our 
recent sales of Texoak was for a 
25 house project. The margin of 
profit we enjoy on Texoak Floor- 
ing is excellent because we get 
more money for this premium 
flooring. No matter what our 
flooring needs, the Texoak 
people give us excellent service 


and prompt delivery.” 












median for all answering being a 
decline of 8 percent. 

2. If the current trend is down- 
ward in your area, how long (in 
months) do you expect the down- 
ward trend to continue? 

Analysis: 73 percent of those re- 
turning the questionnaire answered 
downward, the remainder giving 
no answer. The median expectancy 
of length of the downward move- 
ment was six months. The most 
extreme regional variation was re- 
ported in the South Atlantic States 
where 87.93 percent of those re- 
turning the questionnaire answered 


downward, with the median dura- 
tion being six months. 

3. If the current trend is down- 
ward, how far do you expect it 
to go (in percentage below present 
costs) ? 

Analysis: 69 percent of those 
returning the questionnaire an- 
swered downward, 9.27 percent an- 
swered stable and 21.94 percent did 
not answer the question. Of those 
answering, 88.11 replied downward 
and 11.88 percent replied stable. 
The median downward cost trend 
was estimated at 8 percent, in- 
cluding the figures from the down- 








DIMENSION 


Looking for well-manufactured Ponderosa Pine 
yard and shed stock, factory lumber, industrial 


items? 


Consult us on your next requirements. We spe- 
cialize in dependable quality Ponderosa Pine 
lumber—straight cars or an assortment of Pon- 
derosa yard and shed items mixed with Fir and 
Larch dimension. Best of manufacture. Proper 


kiln drying. Reliable grades. 


i 

MIXED CARS a 
*« PONDEROSA PINE ‘3 
* FIR and LARCH 


Pe SE SE BA Me a, af AES, 


go 


Write us regarding your requirements in yard and shed stock, factory and 


industrial items. 


Alexander-Yawkey Lumber Co. 


tia 1 118 8 eee) cre), | 


Member Western Pine Association 





Member Ponderosa Pine Woodwork 


ward and stable answers. Several! 
areas reported a downward cost 
drop expectancy of 10 percent, 
namely, New England, West North 
Central, South Atlantic, West 
South Central, and Pacific Coast 
States. The Middle Atlantic, East 
South Central and Mountain States 
estimated the decline expectancy 
at 5 to 6 percent. 


BRICK PRODUCTION 


Clay products production is 
ahead same period last year 


PRODUCTION of brick and tile 
continued above last year’s level for 
the first four months of 1949, W. J. 
Goodwin, Jr., President of Struc- 
tural Clay Products Institute, 
stated recently. 

“Structural clay tile production 
showed the greatest increase, 16 
percent over the first four months 
of 1948. April production was 
111,000 tons of tile, one percent 
greater than April of 1948, but nine 
percent less than March of this 
year,” Mr. Goodwin said. 

“The output of brick in April 
was 424 million units, an increase 
of four percent over the preceding 
month of March. Brick production 
was four percent down from April 
of 1948, but is running three per- 
cent head of last year’s four-month 
total. 

“Inventories are rebuilding, as 
record output catches up with de- 
mand, but in some areas orders 
must be placed well in advance to 
insure delivery to construction site 
at specified dates,” Mr. Goodwin de- 
clared. 


FHA FOR PREFABS 


Official appointed to further 
use of Housing Act benefits 


TO make available to the pre- 
fabricated and industrialized hous- 
ing industry the maximum benefits 
of the National Housing Act, FHA 
Commissioner Franklin D. Rich- 
ards recently announced the ap- 
pointment of Donald M. Alstrup, 
Assistant Commissioner, to serve 
as liaison officer with this segment 
of the industry. 

Mr. Alstrup has been working 
closely with the industry in the 
insuranec of loans to prefabrica- 
tors under Section 609 of the Hous- 
ing Act and his additional duties 
will include liaison contacts with 
representatives of the industry on 
general problems that may arise. 

Commenting on the plan of co- 
operation with the manufacturers 
of prefabricated housing, Commis- 
sioner Richards said, “In addition 
to appointing a special liaison offi- 
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IN INTERIOR FINISH 
lu-Wood SHADOW-LINE BOARD 
































Here’s Why Owners 


1. New, modern effects . . . the joint between boards 
now adds a distinctive, decorative touch to interiors. 


2. Nu-Wood Shadow-Line Board and decoration are 
applied in one operation . . . no further decoration 
is required. 


3. No “on-the-job” processing because edges are 
factory-finished. 


4, Attractive walls without use of moldings or other 
joint treatment. 


WOOD CONVERSION COMPANY 


First National Bank Bldg., St. Paul 1, Minn. 
BALSAM-WOOL* - Products of Weyerhaeuser » NU-WOOD* 


*Reg. U. S. Pat. Off. 









E 





De ee i rs Ge ana 


5 SRE TN SEIS OIE I Ce 


bd 





Beautiful Joints at 


No Extra Cost! 

Why didn’t somebody think of it before? 
That’s the question builders are asking 
about Nu-Wood Sta-Lite Board with the 
new SHADOW-LINE edge! For here’s a 
board that solves the problem of getting 
decorative and beautiful joints with board 
installations—at no extra cost! 


Saves Several Dollars 


per Thousand Feet! 

All first-rate interior finish jobs require 
some kind of joint treatment. Such treat- 
ments normally cost several dollars per 
thousand feet, whether done at the factory 
or on the job. With Shadow-Line Board, 
this expense and time on the job are com- 
pletely eliminated. This Nu-Wood product 
creates a beautiful, modern shadow-line 
effect—with plus values of distinctive tex- 
ture and lasting light reflection! 


For bigger volume and profits, 
be sure to get complete infor- 
mation about Nu-Wood 
Sta-Lite Shadow-Line 
Board. Just mail 

the coupon. 


/ ll Want Nu-Wood Shadow-Line Board 


5. Faster application . . . can be applied directly to 


framing, no furring strips needed. 


6. Chamfer on shadow-line edges provides better edge 


protection during shipment and application. 


7. Shadow-line edge conceals movement of joints 


caused by dimensional changes. 


8. Can be used on sidewalls and ceilings. 


WOOD CONVERSION COMPANY 
Dept. 120-79, First National Bank Bldg. 
St. Paul 1, Minnesota 


Please send me complete information regarding Nu-Wood 
Shadow-Line Board. 













Western Wholesalers 
Offer You 
“Plus Service”’ 


It will pay you to take advantage of the effi- 
cient service offered by your Western Whole- 
salers. Their intimate acquaintanceship with 
the manufacturing facilities and resources of 
the Western mills enables them to do a top 
job in meeting your needs. The right stock 
for your order is always available at some 
of their supplier mills. 

Straight cars 
promptly. 

Let your Western Wholesalers demonstrate 
how well they can serve you on your next 
requirements. 


and mixed cars 


shipped 





Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon GHonsTuRd 
Lumber Co. | 





Tt i ee 


Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 








WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 








Market St., San Franci 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
WESTERN LUMBER MERCHANTS 
Eastern Office 4€ Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Trio Lumber Co. 
DOUGLAS FIR 
PRECISION TRIMMED 2x4’s A SPECIALTY 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 


520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 


PINE SPECIALISTS 


Riverside 4335 

















Main 6954 
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cer with the prefabricating hous- 
ing industry the Administration 


with stock plan services and con- 
tractors operating on a wide scale. 



































has been working toward the uni- It should, however, be emphasized 
formity of minimum property re- that complete uniformity in mini- 
quirements. This is of special sig- mum requirements is not antici- 
nificance to the manufacturers of | pated or justified. A number of 
prefabricated housing many of minimum property requirement 
whom manufacture dwellings for items have strong justification in - 
consumption on a national scale particular areas. For example, 4 
and local variations in require- structural details differ in terri- = 
ments create problems. tories where there are likely to be mM 
; ; ; severe storm conditions and such {i 
“Tt is felt that uniformity of — yequirements as insulation depend wi 
minimum property requirements upon the climate of the locality — 
will also be helpful in connection in which the house is being built.” 
to 
e e e to 
Union Scale Wages for Building ac 
e & @,@ * 
Mechanics in 33 Cities -- April I, 1949 . 
ro 
Brick- Car- Building 
City layers _penters Electricians Painters Plasterers Plumbers Laborers a 
Albuquerque, at 
N. Mex. (2) $2.50 $2.00 $2.25 $2.00 $2.50 $2.25 $1.15 Se 
Baltimore, Md. 3.00 2.20 2.25 1.775 2.25 2.25 1.25 bi 
Birmingham, Ala. 2.50 1.80 2.25 2.00 2.20 2.25 95 th 
Boston, Mass. 2.265 2.10 2.30 2.00 2.40 2.30 1.65 a 
Buffalo, N. Y. 2.50 2.25 2.40 2.125 2.40 2.40 1.65 si 
Chicago, Ill. 2.40 2.35 2.40 2.30 2.40 2.35 1.70 an 
Cleveland, Ohio 2.375 2.375 2.375 2.125 2.375 2.375 1.725 m 
Dallas, Tex. 2.50 2.125 2.375 2.00 2.50 2.375 1.075 
Denver, Colo.  (2)2.25 (2)2.10 (2)2.25 (2)1.925 2.50 2.40* (2)1.40 
Detroit, Mich. 2.50 2.20 2.40 2.10 2.50 2.40 1.575 ré 
El Paso, Tex. 2.25 1.875° 2.25 1.75 2.25 2.25 .90 tk 
Houston, Tex. (2) 2.50 2.00 2.375 1.875 2.75 2.375 1.075 a 
Indianapolis, Ind. 2.45 2.175 2.30 2.00 2.35 2.30 1.375 p 
Jacksonville, Fla. 2.30 1.75 2.375 1.625* 2.25* 2.50 75 b 
Kansas City, Mo. 2.50 2.05 2.30 2.05 2.50 2.375 1.475 u 
Los Angeles, Cal. (2)2.625 2.038 2.40 2.00 2.50 2.50 1.488 f 
Louisville, Ky. 2.60 2.10 2.375* 1.82 2.40 2.375 1.40 k 
Memphis, Tenn. 2.50 (2)1.825 (2)2.25 2.00* 2.813 (2)2.25 (2) .875 i 
Milwaukee, Wis. 2.20 2.00 2.25 1.80 2.25 2.25 1.55 ‘ 
Minneapolis, Minn. 2.25 2.05 2.21 1.95 2.35 2.25 1.45 
New Orleans, La. 2.50 1.875 2.30 1.625 2.00 2.25 1.025 t 
New York, N. Y. 3.20 2.75 3.00 2.45 3.20 (4)3.00 1.70 . 
Omaha, Nebr. 2.40*  2.075*(2)2.20 1.85* 2.40*  2.35* (2)1.20 t 
Philadelphia, Pa. 2.75 2.25 2.75* (6)2.05 3.00* (7)2.50 1.25 t 
Portland, Ore. 2.75 2.10 2.35 2.10 2.60 2.375 1.70 . 
Providence, R. |. 2.45 1.90 2.00 1.75 2.50 2.25 1.40 
St. Louis, Mo. 2.75 2.45 2.50 2.32 2.50 2.50 1.50 
Salt Lake City, 
Utah 2.25 1.825 2.00 1.875* 2.25 2.10* 1.275 
San Diego, Cal. (9)2.50 (10)2.038(11)2.375 2.10 2.50 2.50 1.488 ' 
San Francisco, Cal. 2.813 2.16 (12)2.50 2.15 2.25 2.50 1.525 | 
Seattle, Wash. 2.495 2.195 2.395 2.195 2.495 2.50 1.795 ' 
Tulsa, Okla. 3.00* 2.25 2.25 2.125* 3.00 (2)2.50 1.30 
Washington, D. C. 3.00 2.40 2.60*(14)2.18 3.00 2.50 1.35 
2) Negotiations in progress. 
4) Brooklyn and Queens, $2.813; Staten Island, $2.857. 
6) Rate to be increased 10 cents an hour effective May |, 1949. 
7) Rate to be increased 25 cents an hour effective May |, 1949. 
9) Revised, rate previously reported as $2.038. 
10) Revised, rate previously reported as $2.375. 
11) Revised, rate previously reported as $2.100. 
12) Revised, rate previously reported as $2.400. 
14) Rate to be increased 12 cents an hour effective May 15, 1949. 
*Represents an increase in rates between January 3, 1949 and April 4, 1949. 
July 2, 1949, AMERICAN LUMBERMAN & 
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BRANNAN PLAN: Important one way or another 
to dealers who have extensive farm trade important 
to ALL dealers as a possible index of Welfare-State 
activity. Since the midwestern agricultural confer- 


ence, the Sec’y of Agriculture has sounded off much | 


about trying the ‘natural price-subsidy’’ idea this 
fall on the marketing of hogs. That idea had been 
rather given up; and this may still be just propa- 
ganda for next year's effort. 


FARMERS’ REACTIONS are divided. Some newer 
and less well operators, afraid of price declines, 
seem quite ready to grab the Brannan Plan. Older, 
better established and more experienced farmers 
think that if there comes a wide spread between 
“natural prices’’ and a high parity level the sub- 
sidy idea will rather quickly break down. Supply 
and demand can’t be distorted too much, in any 
market. A little; but there’s a limit. 


THE NRLDA made no public effort to get the 
repair-modernization loan insurance provisions of 
the NHA extended; feeling sure they'd be extended 
anyway. There was some possibility that these 
provisions might get attached to the public housing 
bill, in an effort to pick up votes for the latter meas- 
ure among Representatives. The NRLDA was all 
for the loan insurance and all against the housing 
bill; certainly didn't want to encourage any merg- 
ing of the two. 


CONGRESSIONAL LEADERS, early in the game, 
told the Association informally that the loan insur- 
ance would be extended, no matter what else might 
happen. This insurance has been of high value to 
the public and to the industry; has developed little 
opposition in Congress. In fact it is one of the not 
too numerous Federal mechanisms, fixed up for 
business, that is generally approved without regard 
to partisan ‘‘Deals;’’ Square, New, Fair or whatever. 


HOUSING BILL: No need to say, except for the 
record, that this housing thing has kicked up one of 
the hottest fights of recent Congressional history. 
The President repeated his charge about “one of 
the most brazen lobbies’’ working against housing 
legislation. Opponents of the measure also re- 
peated their charges of wasteful costs, inaccurate 
statistics, inefficient public operation, pressure to 
create public jobs, and the approach of State So- 
cialism. 


ARGUMENTS: Stated simply, the public housers 
have said that two and a half million families have 
had to live with other families; that six million 
homes are below minimum standards; and that, in 
the words of the N. Y. Times, ‘‘private construction 
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has made only a small dent in the need for low- 
rental units." The anti-public housers have talked 
much about excessive costs; but they've worried 
much about excessive costs but they’re worried 
chiefly about the moving in of the bureaucratic 
Welfare State. : 


CONSTRUCTION INDUSTRY, contrary to some 
earlier predictions, has been making a good show- 
ing. Starts of residential units in May are reported 
at 95,000; about five percent below the figures for 
the same month of last year. May was top month 
for home building in ‘48. But this year home con- 
struction is in an upward swing and is likely to 
reach the peak point later in the summer or in the 
fall; all of which indicates a lot of new homes this 
year. 


TOTAL CONSTRUCTION, including both light 
and heavy, for May of this year just missed the 
May figures of ‘48; a little more than a billion and 
a half. Public construction of one kind and another 
adds a sizable figure to this total and probably 
will continue to do so throughout the season. In 
fact the construction industry seems to be playing 
its old and historic role of being the number one 
support of the nation-wide structure of commerce. 


TAX LEGISLATION: It seems even less likely than 
a month or two ago that any new tax laws will be 
passed; either to raise or to reduce the rates. The 
Council of Economic Advisers is opposing increases, 
lest this added burden cause business to fall down 
on its face. There’s a lot of propaganda of one kind 
or another to take excise taxes off of this and that; 
but Uncle thinks he needs all that income and just 
doesn't seem interested in hearing’ what is said. 


FEDERAL ECONOMY: Better not count on too 
much of that item. Sure, Congress makes like a 
miser—for the record. But the fact is that Uncle 
is one of the most important buyers in the long list 
of the national economy; and if he quit putting out 
the purchase money, as many unwilling tax payers 
urge him to do, there presently might be a lot of 
impressive real estate available to buy or rent at 
bargain prices. 


MOTOR CAR DEMAND is still high. Some auto- 
motive experts are predicting the biggest year for 
new automobiles in the history of the industry. 
That's a pretty big prediction; but in any event a 
good many economists expect this line of manufac- 
ture and distribution to be an important prop of 
business for the year. It could mean a painful 
period late in the fall, when car buying and house 
building normally slack up. 
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It’s simple! A profit-making display can be yours in no time at all— 
just ask your Miami-Carey representative to make the arrangements, 
OR return the coupon today. 


MIAMI CABINET DIVISION, THE PHILIP CAREY MFG. CO., MIDDLETOWN, OHIO. 
(in Canada: The Philip Carey Mfg. Co., Ltd., 1557 MacKay Street, Montreal 25, P. Q.) 


Please tell me how | can increase my sales with your new 
cabinet and accessory display. 


NAME 





FIRM 





ADDRESS 





CITY STATE 











new! 
modern 


| "tel 
a silent salesman 
“ work for you! 





“HE’LL” WORK THE CLOCK-AROUND ... HELP 
YOU SELL THE “BATHROOM BEAUTIFUL” 
WITH PROFIT-MAKING RESULTS 


Yes—this beautiful, compact ‘silent 
salesman” display board costs you noth- 
ing! It's given to you at no cost. when 
you purchase the Miami-Carey bath- 
room accessories displayed—oat your 
regular discount! 


This handsome display is shipped to 
you F.O.B. Middletown, Ohio. Accessories 
are mounted as illustrated. Single items 
and ensembles are effectively grouped 
for ready identification. You simply add 
(in space cut out) a Miami-Carey bath- 
room cabinet with fluorescent lighting 
that fitsa 14” x 20” wall opening. (For 
example: #2030) 

Your next move? Put your display in 
@ window or on your floor—and watch 
sales and profits move your way! 























MIAMI CABINET DIVISION, THE PHILIP CAREY MANUFACTURING CO, 


MIDDLETOWN, OHIO 
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[| 1. TWENTY SERVICES A DEALER SEEKS AND EXPECTS FROM HIS MANUFACTURERS’ 
REPRESENTATIVES AND WHOLESALERS' SALESMEN 





8. Some economical, practical and tested sell- 


Some time ago AL&BPM printed two check lists, 
"The 38 Things a Retail Salesman Should Know 
About the Products He Sells"*, and "The 22 
Things a Dealer Should Know About the Prod- 
ucts He Merchandises.""** 


Further marketing research has uncovered two 
additional check lists which will be the subject 
of this and one subsequent editorial: {!) What 





~- 


ing aids. 





Some usable, practical and tested advertis- 


10. 


ing tools, equipment, displays and helps. 


Assistance in making contractors and me- 
chanics better educated, more loyal and 
enthusiastic. 


Assistance in setting up an estimating sys- 
tem that will arrive at the applied price. 


- cr ey oe a " 7 es 11. Organized plans for sales meetings and 
epresentatives an olesalers' Salesmen?, , . . 
and (2) What Con binnulacteren’ Sapnensto- contractors’ meetings on the product line. 
tives and Wholesaler Salesmen Do to Achieve 12. Knowledge of how to develop the various 
Superior Performance and Results? Reader com- aes : 
ment on these check lists is solicited. The first See SN, SAE Nise oe 
of the two editorials follows. 13. Knowledge of how to recruit, select, indoc- 
trinate and train new employes concerned 
with the line. 
1. Proof that he will make money on the sup- 14. An understanding of the unusual features 
plier’s lines. of his market and how to capitalize them. 
2. Proof that the supplier knows how to help 15. Ability to get local specifiers into the habit 
him make money continuously on the line. of naming the supplier’s brands. 
3. An understanding of his over-all problems 16. An economic inventory and turnover plan, 
and how the line fits in successfully. backed with prompt service on shipments. 
4. An understanding of his salesmen’s prob- 17. A clear understanding of his territorial pro- 
lems and how the line fits into them. tection, if any, and exactly where he stands. 
5. A complete knowledge of the 38 things re- 18. How to sell and service the line with the 
tail salesmen should know about the sup- lowest possible administration and operat- 
plier’s products. ing costs. 
6. A complete knowledge of the 22 things re- 19. The prevention and elimination of any 
tail management should know about a chiseling. 
product line. 20. Complete integrity —the representative's 


word as good as his company’s bond. 


*See 38 Things a Retail Salesman Should Know About 
the Products He Sells—AL&BPM August 28, 1948. 


**See 22 Things a Retail Store Manager Should Know 
About Each Product He Merchandises — AL&BPM 


November 6, 1948. EDITOR. 
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Field day on farm building 
topics brings dealers and 
theirfarm customers together. 
Cooperation between Okla- 
homa Lumbermen’s Associa- 
tion and Oklahoma A & M 
College is geared to help the 
dealer ring up thousands of 
dollars in new business. Pro- 
gram can be adopted by 
other state associations in co- 


operation with their agricul- 


tural colleges 





Oklahoma 


KLAHOMA FARMSTEADS 
need $25,000,000 in new con- 
struction annually. Mr. Lumber 
Dealer. Is it worth going after? 
That question is being answered 
affirmatively by the Oklahoma 
Lumberman’s Association in coop- 
eration with the agricultural ex- 
periment station of Oklahoma 
A&M College, by the development 
of a tailor-made program to serve 
the farmer’s building needs in that 
state. 

The college is furnishing the 
plans and the dealers are helping 
supply those needs by furnishing 
packaged building materials to 





* etn q 
Ps Si StF oh oe: 


FARMERS HAD a chance to look over two plywood grain bins, 
(left), similar to what they might build on their own farms. 
One bin of 2,000 bushels capacity was built on the site during 
the day. Lumbermen, right, wearing carpenters’ aprons, made a 
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meet the _ specifications. Being 
familiar with the latest and best 
construction techniques, places the 
building materials dealer in a 
strong competitive position for the 
farmer trade, a position that the 
farm chain store cannot duplicate. 


OPPORTUNITY FOR OTHER ASSOCIATIONS 


Oklahoma’s farm buildings are 
planned especially to serve the 
agricultural and livestock market. 
Other retail lumber dealer asso- 
ciations throughout the country 
might cooperate with their agri- 
cultural colleges in meeting the 
particular land and climate needs 


m 


& HOGS 


FARROWING HOUSES. 
Sey SANITARY CONCRETE 
FEEDING — FARROWING FLOOR 
* 


CLEAN 
CONCRETE WALLOW 


for farm buildings in their own 
localities. 

The Oklahoma program officially 
got off to a fine start as the result 
of the Farm Buildings Day at the 
A & M demonstration farm near 
Oklahoma City, June 10. The pro- 
gram was sponsored by Oklahoma 
A & M College, Oklahoma Lumber- 
men’s Association and the Okla- 
homa City Chamber of Commerce. 

More than 1,000 people—dealers 
and their farm customers, both 
men and women—visited A & M’s 
new demonstration farm. They 
toured the new modern farm home, 
designed and built by students at 


colorful sight at Farm Buildings Day. Kermit Ingham, Ingham 
Lumber Co., Stillwater, left, and B. H. Reding, Davidson & 
Case Lumber Co., El Reno, have a friendly chat with two of 
their farm customers. 
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BUILDINGS TO MEET | 
















Sot we 


FTER? 


the Farmers’ 


the college and union building me- 
chanics, with materials donated by 
the Oklahoma Lumbermen’s Asso- 
ciation. The two-bedroom home of 
modified ranch style was built to 
demonstrate the latest in every- 
thing from furniture to appliances. 
The house, which is now open for 
public inspection on Tuesdays and 
Thursdays from 10 to 4, and Sun- 
days, 1 to 4, is occupied by Mr. and 
Mrs. W. F. Lott and their two 
sons. Mr. Lott is in charge of the 
148-acre demonstration farm. 
Farmers and their hosts, the 
dealers, examined attractive ex- 
hibits of miniature models of farm- 





ROWD (left) started lining up early for the excellent sand- 
vich lunch served by farm women from the model garage. 
\ll-electric kitchen, right, is equipped with refrigerator, dish 
vasher and garbage disposal. Mrs. W. F. Lott likes the linoleum 
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COVER: Dr. Gordon Nelson, Okla- 
homa A & M agricultural engineer, 
with model of Grade A _ farm-fitted 
dairy barn. 





EXHIBITS of model farm structures 
pointed up the tremendous farm market 
available to the retail lumber dealer. 
These attractive displays for Farm Build- 
ings Day were arranged by Oklahoma’s 
A & M College, which offers detailed 
plans of farm-fitted buildings at a nom- 
inal fee. 


Building Needs 








MODEL FARM HOUSE attracted hundreds of visitors on Farm Buildings Day. 
its large utility room and completely equipped kitchen, it was specially designed to 
save housewives’ steps. 


counter tops. 
to keep.” 


With 








“I’m sold on these,” 
The manufacturers are installing new models of the 
latest appliances as soon as they become available. Adjoining 
utility room has an 80- gallon hot water tank, 





she says, “They’re so easy 
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fitted buildings for sheep, cattle 
and hogs. The models on display 
were designed by engineers who 
went directly to the farmers to 
learn what was needed and wanted. 

Two college _ representatives 
spoke to the dealers and their cus- 
tomers. C. V. Phagan, engineer, 
asserted farm buildings should be 
planned for two main purposes— 
to be functional and attractive. 
Pointing out that many farmers 
are wasting time and money main- 
taining heavy, enclosed buildings 
when climatic conditions do not 
require it, Mr. Phagan urged farm- 
ers to take advantage of research 
into types of farm buildings most 
suitable for Oklahoma. 

Oklahoma contractors are miss- 
ing a bet by not specializing in 
rural buildings, Prof. Gordon L. 
Nelson told the gathering. 

“There is a great field open for 
this type of service,” declared Prof. 
Nelson, who is one of the designers 
of the Grade A dairy barn. 

Garbed in carpentry aprons ad- 
vertising their individual concerns, 
the dealers made a colorful, pro- 
motion-minded group. Their farm 
customers had an opportunity to 
view two grain bins of the type 
they might erect on their farms; 
one, a portable grain bin of 400- 
bushel capacity, constructed of ex- 
terior plywood, could be erected at 
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PLAN 
Dimension view from above. 
PLAN for easily-built grain or hay trough 
for 10 mature sheep saves labor, space 
and feed. It is No. 2 in the A & M 


series of farm-fitted structures. 


32 


on ~ 


: tee 
-” THANKS, Your 
{ ASSISTANCE IN HELPING) 


ME GET THis BULDING 
\  GoNnsTRUCTED , 
COMPLETES } 

THE JOB- | 





PEEP al Bi 


THIS PILE OF 
{ MATERIALS WON'T HELP 
GET MY COWS MILKED-~ 
1M IN THE MARKET} 
FOR THE COMPLETED YESSIRN, BOss, 
BARN - ( WHAT WE NEED . 
1S A COMPLETED 
BARN INSTEAD 
OF BURDING- 
MATERIALS~ 
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CARTOONS in the exhibit dramatized the dealer as the source of materials for the 
completed job—the farm buildings expert in the building materials field. 


a cost of 23c per bushel to the 
farmer; a 2,000-bushel bin with 
eight-foot plywood walls was 
erected on the site during the day. 
Material for this bin, the farmer 


was informed, could be purchased 
for 20c per bushel. The bin was 
erected by a contractor-customer 
of Barney Stewart, Oklahoma City 
dealer. 


How the Building Materials Dealer 
Can Develop His Farm Market 


Prof. G. L. Nelson, agricultural engineering department, 
Oklahoma A&M College, has some tips every dealer can fol- 
low. Here are some excerpts from his speech to farmers and 


lumber dealers 


IF THIS $25,000,000 farm mar- 
ket is to be developed, it seems to 
me that there are two very impor- 
tant needs that must be met. 

First, the farmers must have up- 
to-date information on the types 
and designs of buildings that fit 
Oklahoma weather, farming pro- 
grams and that can be built at rea- 
sonable cost. Second, Oklahoma 
farmers must know how buildings, 
according to these designs, can be 
obtained. 

I believe that rural construction 
services in Oklahoma communities 
where farm people can get One-Stop 
building service are needed equally 
as much as farm building planning 
and construction information. It is 
of little help to Oklahoma farm 
people to have good farm building 
plans unless they also have a means 
of executing the plans. 

In pioneering days farm people 


largely depended on their own abil- 
ity to accomplish needed farm con- 
struction, just as they depended on 
their own abilities to churn their 
butter, doctor the sick and make 
their clothes. 

FARMER NEEDS SPECIALIZED HELP 

J. S. Strahan asks, “Why does the 
idea of the farmer. being his 
own construction specialist die so 
hard?” Perhaps one reason is that 
we have believed that the farmer 
who does his own building saves 
money. But does he? 

Mr. Strahan cites many case his- 
tories showing that when farm peo- 
ple depend on their own time and 
ability to construct needed improve- 
ments the construction is delayed 
for four years or more after the 
time when it was decided that the 
improvements were needed. The 
farmer then foregoes the use of his 
building for several years after de- 
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ciding he needs it. This cannot be 


considered sound management. 


Another shortcoming of this ap- 
proach to a farm construction pro- 
vram is that the farmer does not 
always obtain high quality con- 
struction. Should farmers be ex- 
pected to be accomplished building 
craftsmen any more than your local 
banker or lawyer or doctor should 
be expected to be an accomplished 
building craftsman? 

I think that the answer is obvi- 
ous. Skill in building trade is not 
learned overnight or even by the 
experience in constructing one or 
two buildings. A considerable in- 
vestment is required in tools and 
equipment such as concrete mixers, 
power saws, scaffolding, concrete 
finishing tools and others which the 
farmer isn’t justified in buying for 
only one job, but these tools are 
needed for high-quality construc- 
tion. 

A major construction job re- 
quires considerable management on 
someone’s part. Can the farmer 
afford to take time from a well- 
rounded production program to de- 
vote to a building program in 
assembling the labor, tools and 
equipment needed and then direct- 
ing the job? I think that in many 


cases his agricultural production 


program would suffer. 


Screen 
Louvers 


These factors point to the need 
for competent rural builders who 
have the equipment, the organiza- 
tion and know-how to be able to 
give the farmer a One-Stop building 
service at a “turn-key” price. If 
such services were generally avail- 
able, the farm .customer could in 
one visit outline his needs for the 
particular building he has in mind, 
select a plan from available plan 
services, indicate what moditica- 
tions are needed, if any, choose ma- 
jor construction materials and re- 
ceive a closely estimated quotation 
on a “turn-key” job. The construc- 
tion service should then be able to 
take over the complete job, send out 
a job foreman with special skills 
such as plumbers and electricians. 

Each job should be organized to 
make use of whatever common labor 
can be furnished by the farmer in 
the interests of reducing costs. 
The construction service should be 
equipped with adequate tools in- 
cluding concrete mixers, power 
saws, bulldozer and other equip- 
ment that can be quickly trans- 
ported to each farm job. In many 
cases, it would be desirable if the 
construction service could handle 
financing arrangements for the 
farmer with local lending agencies. 

Perhaps the logical place for such 
an organization is with local build- 





\ETAILED SPECIFICATIONS for this Grade A dairy barn, specially adapted to 
Oklahoma conditions, have just been made available by A & M College. This is Plan 
‘o. 1 in the special farm-fitted structures program. Plan No. 2 is a farm-fitted sheép 
'eeder and Plan No. 3 is a cattle corral layout. 
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ing materials dealers. The advan- 
tages of such a set-up are obvious 
to those who are interested in build- 
ing their farm trade; and we have 
case histories to prove that farm 
trade can be expanded by such an 
organization. Financing a _ rural 
construction service would not be 
the problem to the local materials 
dealer that it would to the individ- 
ual who trys to start from scratch. 

Dealers starting a farm buildings 
service might find it desirable 
to hire an agricultural engineer 
trained in requirements and con- 
struction methods for up-to-date 
farm buildings. This type of train- 
ing is being offered at Oklahoma 
A&M College and land grant col- 
leges in neighboring states. Agri- 
cultural engineers who have re- 
ceived such training would be a 
large asset to the local dealer desir- 
ing to organize a rural construction 
service. His agricultural engineer 
could talk intelligently with the 
farm customer concerning his 
building problem, make suggestions 
and recommendations, prepare final 
working drawings and then organ- 
ize and follow through on the job. 

To be most effective, a rural con- 
struction service should have fran- 
chises with manufacturers of barn 
and other farm building equipment, 
such as stall and stanchion hard- 
ware, ventilation systems, feeding 
equipment and other similar items 
needed for a complete job. This 
would eliminate the farmer’s bother 
of making additional contacts for 
purchasing such equipment and 
would certainly build business for 
the local dealer. 


MAKE RURAL SERVICES AVAILABLE 


Obviously, if rural construction 
services are to be made available 
through local materials dealers or 
any other organization, an active 
demand for such service must exist. 
The potential demand is already 
there and would become more active 
were it known that rural construc- 
tion services as we have suggested 
are available. 

The Farm-Fitted Building Plans 
which we are starting to develop 
can only show what should go into 
Oklahoma farm buildings. Trans- 
lating these plans into actual struc- 
tures that can help in more efficient 
production on Oklahoma farms, and 
make Oklahoma farmsteads more 
liveable, will require that we stop 
thinking of farm construction busi- 
ness as selling lumber, cement, 
roofing and hardware — instead, 
think of the farm construction 
business as the business of selling 
farm-fitted buildings. 
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OLD METHOD: Millwork was unloaded 
from box car to truck, hauled to warehouse 
60 feet distant, lifted from truck to second 
floor, piled onto platform trucks, trucked to 
bins, piled from stake truck into bins. This 
five-step method took eight men four to five 
days. Cost: approximately $1.27 per hour. 
Total of 256 man hours or $325.12. 


NEW METHOD: Only two handlings in- 
stead of five required. One from box car to 
conveyor; two, from second-floor conveyor 
right onto stock piles. Eighty-man hours are 
now required to do the job which formerly 
took 256 man hours. The cost is $101.60 
against the five-step method which cost 
$325.12, a savings of $223.52 per car. 










GRAVITY WHEEL CONVEYOR 
LINE runs bundles of trim 20 feet 
long from the first-floor vertical 
stacks direct to waiting truck. 
First floor equipment consists of 
160 feet of gravity conveyors. 


34 


ty 
iat Mite 
= "ae! 





per 1,000 feet. 


A TS BAH 
LERRAN 
scofees 3 


July 2, 1949, AMERICAN LUMBERMAN ¢ 





HANDLING HARDBOARD from box car to 
stacks formerly required 96 man hours or 
$121.92. With conveyors, this same job now 
takes 40 hours. Money savings: $71.12: Cost 
has been cut from $1.22 per 1,000 feet to 5le 
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Some employes scoffed at 
the idea, but the installation 
of equipment to fast-handle 
warehouse products is sav- 
ing thousands of dollars for 
Evans Lumber Co., Buffalo, 
N. Y. Here’s how. 














CONVEYOR BELT 24 feet long and 24 
inches wide, shown in photo above, car- 
ries bundled window and door frames 
from box car to second floor storage. 





ROLLERS pick up door frames on the 
second floor. Spur may be set up to 
direct packaged units into bays. 


Conveyor Equipment 
Proves Itself 


Evans Lumber Co. installed conveyor 
equipment in September, 1948. 
J. C. L. Evans, owner and president, 
nought the equipment in the face of 
opposition from his yard foreman, 
S. A. (Steve) Flanigen. After eight 
months’ trial, this is what Flanigen 
says: 

"The main thing about the system 
is that frames, doors and other items 
jo right to the piles where we want 
them. Car unloading time is cut by 
more than 50 percent." 
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Emergency Grain Storage 


The government at this date seems to be primarily 
concerned with storage facilities for corn because 
there are still three months’ leeway before corn har- 
vest time. However wheat is already a problem in 
some areas. 


In distress areas, the Department of Agriculture 
is guaranteeing farmers full 90 percent of parity for 
wheat stored on the ground or in temporary facilities 
provided they agree to have permanent storage facili- 
ties completed within 90 days after temporary storage. 
So long as the farmer takes normal precautions, the 
government will absorb any losses while the wheat is 
in temporary storage. 


Construction loans up to 45 cents per bushel of 
rated storage capacity or 85 percent of total cost, 
whichever is smaller, will be provided the farmer 
through his local County Agricultural Conservation 
Committee. 


Either plywood constructed bins as illustrated on 
these pages or steel bins as prefabricated by a number 
of manufacturers meet general specifications. Each 
dealer, however, should check with the Conservation 
Committee in his county for final approval. 


In many areas where storage on the ground will 
not be approved, wheat growers may still have time 
to provide permanent storage for their crop. They are 
also eligible for construction loans. 


In addition to wheat other small grains for which 
construction loans can be received include rye, oats, 
barley, grain sorghums, soybeans, flaxseed, rice, dry 
edible beans, dry peas and peanuts. 


As an additional incentive to build new facilities for 
this year’s crop, storage payments will be paid wheat 
farmers who reseal last year’s crop for a second year. 
The payment for the first year amounts to seven cents 
per bushel and for the 1949-50 period will be from 
10 to 11% cents. These payments in themselves will 
nearly pay for many types of storage facilities. 

Oats and barley will not earn storage payments for 
the 1948-49 period, but payments of eight cents per 
bushel on oats and 10 cents per bushel on barley will 
be made for the 1949-50 period. 

The storage payments will be applied against pay- 
ment of construction loans for storage facilities. 

With the ease of construction of both the plywood 
type and the steel type small grain storage bins, there 
is still time for dealers to profit by this market. 
Success of the program means more sales now and 
more cash in the farmer’s pocket later. 


CORN STORAGE 


Upon maturity of 1948-crop corn loans but not later 
than October 31, 1949, producers may extend loans to 
mature on July 31, 1950, or earlier on demand. Loans 
will be extended only on corn, which, after reinspec- 
tion, meets the eligibility requirements provided for 
the 1948 corn price support program. When loans are 
extended, producers will not be required to pay an 
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additional service fee. Producers who reseal corn will 
be required to repay loans plus interest on or before 
the extended maturity date or to deliver the mort- 
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Grain storage facilities on the farm are imperative to save substantial por 
tions of this year’s grain crops. The retail lumber dealer is the natural, and in 
some case the only practical way to channel building supplies and plans to the 
farmer. Consequently AL&BPM is printing this review of government require- 


ments and selling suggestions. 





This storage bin, built to Midwest Farm Service specifications, 
was erected by Barney Stewart Lumber Co. at the recent farm 
and dealer meeting at Oklahoma City. Sign on building says: 
Costs about 22 cents per bushel, completely erected. This means 
storage payments for wheat will pay for about 80 percent of 
the cost to the farmer; payments for corn will cover about 40 
percent of the cost. The carpenter crew is starting to erect a 
2,000 bushel from the plan illustrated on these pages. 


gaged corn to CCC in satisfaction of loans. If the re- 
sealed corn is delivered to CCC on or after maturity, 
payment will be made to producers for storage and 
related services during the extended period, amount- 
ing to 10 cents a bushel. If the corn is delivered 
prior to July 31, 1950, upon request by the producer 
and with the approval of CCC, the amount of the 
storage payment will be prorated depending upon the 
length of time the corn was in storage. 

Producers who have signed purchase agreements 
in areas where loans also are available may participate 
in the resealing program. Not later than October 31, 
1949, these producers may obtain loans on eligible 
corn in eligible farm-storage provided that the quan- 
tity placed under loan shall not exceed the number of 
bushels specified in the purchase agreements, minus 
any quantity on which the option to deliver to CCC 
has been exercised. At the time loans are made on 
purchase agreement corn, the producers will pay an 
additional service fee of % cent per bushel on the 
number of bushels placed under loan, or $1.50, which- 
ever is greater. Purchase agreement corn placed under 
loan will be subject to the same terms and conditions 
as corn which is resealed by the extension of loans in 
effect under the 1948 program. 


This program opens up two definite sales possibili- 
ties for the retail lumber dealer. 


He can sell new corn cribs to take care of this year’s 
crop, or, if feasible, the farmer may want to shell his 
1948 crop into a tight grain bin, leaving his crib space 
available for the new crop. In either case the corn 
grower is eligible for construction loans on the same 
basis as the small grain farmer: for suitable facilities 
he will be loaned either 45 cents per bushel of rated 
storage or 85 percent of the total cost of construction, 
whichever is lower. 


Both the plywood type bin and the steel bin meet 
requirements for shelled corn storage on the farm. 
Corn crib designs by state agricultural colleges and 
by many manufacturers meet general requirements, 
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but approval of plans should be checked with the 
local AAA committee. 


Now that the government has made clear the terms 
and requirements for resealing and for receiving con- 
struction loans and storage payments, many farmers 
are expected to buy additional storage facilities. 
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This is another Midwest Plan Service design. This particular 
design can be used for general storage purposes and also for 
animal shelter when not filled with grain. Other designs that 
meet storage specifications can also double as hog self-feeders. 
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RAIN PROTECTION 


No time lost by Illinois 
dealer because of showers 


RAINY WEATHER doesn’t pre- 
vent the employes of Barker-Gold- 
man-Lubin Co., Springfield, IIl. 
from going about their normal 
duties. 

Each of the employes in the com- 
pany’s receiving department has a 
numbered raincoat, cap and boots 
that is kept in the receiving de- 


partment at all times when not in 
use. 

The company has available some 
22 sets of rainy weather wearing 
apparel. Each employe in the re- 
ceiving department is assigned a 
number, this number being marked 
on the raincoat, hat and boots and 
the employe is charged for these 
when issued and checked off when 
they are returned. 

After supplying these outfits for 
several years, Barker-Goldman- 





“Good Morning! May | Be 
This greeting, by actual test, developed 


you greet your customers? 


AS AN EXPERIMENT to deter- 
mine which sales approach is the 
most effective, William J. Josko of 
the Prince School of Retailing, act- 
ing as a sales clerk, rang up 31 
orders out of 100 prospects after 
his greeting: 

“Good morning! May I Be of 
Assistance to You?” 

Other approaches developed only 
seven sales out of 100. 

The retail salesman is one of the 
most vital links in retailing. His 


CHEERFUL, helpful approach ups sales. 
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of Assistance to You?" 
more sales than any other. How do 


opening remarks are particularly 
important. All the planning, ad- 
vertising and merchandising from 
factory to sales counter are wasted 
if deadwood is on the sales floor. © 

Here are the approaches used, 
the customers’ reactions and the 
sales results. 


“May I help you?” drew only 20 
“veses” out of 100, yet only seven 
sales were completed. 

“Good morning” or “Good after- 
noon,” brought a response from 87 
percent of the customers, but only 
11 percent resulted in sales. 

“Have you seen this?” brought 
“noes” from 73 percent of the cus- 
tomers. Sales from this group 
totaled 20 percent. 

A nod or a smile with no re- 
marks by the sales clerk drew 28 
requests for help and resulted in 
23 sales out of 100 customers. 

“Is someone: taking care of you?” 
when there was no other sales clerk 
present resulted in 29 percent of 
the customers saying “no” and 63 
percent indicating that they were 
browsing around. Only nine out of 
100 sales were completed. 

“Good morning, may I be of as- 
sistance to you?” found 37 percent 
answering “yes” and 31 sales were 
made. 

Have you given some thought to 
your sales force’s “opening guns” 
lately ?—Courtesy Modern Distri- 
bution 





Lubin is convinced that the service 
is both a money-saver and good for 
company morale. 





READY FOR the rainy day at Barker- 
Goldman-Lubin. J. B. Fowler, in charge 
of the receiving department, is helping 
Jack Ledford with his raincoat. Quintin 
(Dogwood) Fort, left, is ready to go. 


HOME SHOWS GOOD 

SALES PROMOTION 
North Dakota dealers’ display 
helps sell three house bills 


M. E. PEDERSON, manager, Farm 
& Home Lumber Co., West Fargo, N. 
D., believes in sales promotion. One 
method he uses is display booths at 
home shows in his area. At one of 
these shows he received orders for 
materials for three new homes. 

“People like to pick up folders, look 
at them and then ask questions,” ex- 
plains Mr. Pederson. “That is the 
time to sell them. These shows give 
us a good opportunity to explain our 
products.” ; 

Mr. Pederson also watches the na- 
tional advertising of the firms whose 
products he handles. He clips these 
ads and pictures and shows them to 
interested customers. 


WEST FARGO, N.DAK. 


THIS EXHIBIT booth of the Farm & 
Home Lumber Co., West Fargo, N. D., 
was seen at the Fargo Home Show. 
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News of National Interest from Organized Dealer Groups 








J. H. Brannum No. 219 and his son James 
H. Brannum No. 39001, represented a 
father and son team whose numbers 
stretch over many thousands. Both were 
in attendance at the Hoo-Hoo concatena- 
tion and the NPDA-NBMDA convention. 








HOO-HOO INITIATES 


Large number of distributors 
join fraternal lumber group 


IN conjunction with the 7th an- 
nual convention of the National 
Plywood Distributors Association 
and the National Building Material 
Distributors Association, the Con- 
catenated Order of Hoo-Hoo held a 
concatenation the afternoon of June 
13, 1949, at the Edgewater Beach 
hotel, Chicago. 

Supreme Scrivenoter E. W. Ket- 
tlety No. 29209 officiated. A large 
class of kittens drawn from the 





Above, left to right, Supreme Scrivenotor E. W. Kettlety No. 29209 who conducted the 
concatenation; J. H. Brannum No. 219, Racine, Wisc., only the oldest living Hoo-Hoo’s; 
1948-49 NPDA-NBMDA president George E. Voorhees No. 38898; B. E. Babbitt No. 
91365, secretary-manager of NPDA-NBMDA; Hoo-Hoo Immortal Ormie C. Lance No. 
$6511; Bojum Thomas A. Donlin No. 45208; Rameses 37 and Hoo-Hoo Secretary Ben 
!', Springer No. 34265; Rameses 40 Ray E. Saberson No. 12075; and Rameses 32 Arthur 
\. Hood No. 32511. Below is the large class of kittens going through the initiation 


ceremony. 
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ranks of NPDA and NBMDA were 
initiated. 

Twin highlights of the meeting 
were presence of J. H. Brannum 
No. 219 of Racine, Wisc. and his 
son J. H. No. 39001, and the ap- 
pearance of an unusually large 
number of Rameses. (See photos.) 


FIGURES COUNT 


Check that balance sheet and 
profit and loss statement often 


ALERT management is not con- 
tent to wait until inventory time to 
have a profit and loss statement 
and balance sheet of its business. 

Where, as in the lumber and 
building material business, the 
amount of inventory is the profit 
determining factor, ways and 
means should be found to deter- 
mine the amount of stock on hand 
currently—monthly. 

The system plan endorsed by the 
Illinois Lumber and Material Deal- 
ers Association provides for an in- 
telligent manner of determining 
the amount of stock on hand so 
that the bookkeeper will produce— 
automatically—by taking a trial 
balance of the general ledger each 
month—a balance sheet and a profit 
and loss statement. 

There are various ways in which 
the inventory on hand may be cur- 
rently determined (without physi- 
cal count) for statement purposes. 
Some on an estimated basis either 
departmentally or for the business 
as a whole, which entail very little 
clerical effort and others on a 
more elaborate basis that require 
some clerical labor and expense. 

A lumber dealer should acquaint 
himself with the various plans and 
proceed to adopt the one most prac- 
tical for his business. With some 
experience with the use of esti- 
mates, monthly profit and loss ac- 
counts tend to become remarkably 
accurate, especially if they are 
properly departmentalized. 

With knowledge of the cost of 
sales in comparison with pur- 
chases, overstocking can be avoid- 
ed in the various departments. 

If the inventory grows larger or 
smaller intentionally, insurance 
coverage can be adjusted in accor- 
dance with the stock on hand. 
Wouldn’t it be wise to know how 
much inventory “should be on 
hand” and then let the physical 
count prove it? 

Absentee owners and bankers as 
well as active management is en- 
titled to know currently what the 
business is accomplishing—profit- 
wise. , 


prepared by Wolf and Company, Ac- 
countants, for the Illinois Lumber and 
Material Dealers’ Association. 
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People never act on the 
thoughts and impressions in 
the back of their minds. Half- 
formed desires, half-remem- 
bered sales stories and loose, general impressions 
sometimes bring people into stores. Rarely do they 
_result in immediate sales — especially on high-profit 
items like insulation or roofing. As the customer him- 
self puts it, he “doesn’t know what he’s looking for.” 


Customers act only on clearly-pictured wants, needs, 
facts and figures they’re sharply conscious of. If 
you’re going to make a sale, you’ve got to keep your 
story right up where Mr. Customer is most conscious 
of it until some definite action is taken. Otherwise 
newer, and stronger impressions are going to elbow 
your selling points right out of the way, into the 
more inactive reaches of his mind. 

That’s why properly spaced, properly prepared ad- 
vertising is such a huge selling asset. It constantly 
renews your contact with your customers — con- 
stantly sharpens their mental-pictures of what you 
offer, which in turn helps sharpen their desires. 

Week-in, week-out advertising sharpens, strength- 
ens, deepens, your customers’ impressions of you as 
nothing else can. No big one-shot splash, no occa- 
sional brochure, no widely spaced personal call has 
the staying power of a regularly appearing news- 
paper ad-series. It is frequency and recency of inser- 
tion that does it. Are you making the most of this 
deeply penetrating sales weapon? 


MINDS, ACTION, 
SALES 


You may be slipping 6n this 
one without realizing it. Most 
dealers are — to a far greater 
extent than they suspect. 

One of the things few couples consciously think of 
or realize... is the great range of building materials 
and home improvements their local lumber dealer is 
equipped to offer. Nor are they aware of what those 
specific products and specific improvements are. 

The other thing few of the public — your public — 
have any conception of, is the range of services you 
offer. Nor do they realize what wonderfully coordi- 
nated service and highly “specialized” services you — 
their local lumber dealer — offer. 

Here’s where people go first with their building 
questions and modernization problems. To home and 
decorating magazines, newspapers, mail order houses 

. . equipment manufacturers and building supply 
manufacturers (through couponed ads) ... to gov- 
ernment bureaus. 


Locally, great numbers of them go first to financing 
institutions, architects, realtors . .. to home appliance 
dealers, big chain outlets, paint and hardware 
shops . . . even department stores. Everywhere but 
to the one place that offers the most complete service, 


BANANA PEEL — 
WATCH OUT! 


by Norm Advertising, Inc., New York, N. Y. 
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Profit Making Forum 


can supply all their needs! It’s fantastic... . It’s true. 
The longer this situation goes on, the more it’s 
going to cost you in prestige, sales, income ... and 


play into Federal Housing’s hands. The only way to 
get everybody to come to you first, is to drill your 
story into the forefront of the public’s mind. Just 
planting an idea isn’t enough. It’s the way you plant 
it that counts, and how often you nourish it! 


In the old days, people used 
to think. Now they have most 
of their thinking done for 
them — by newspapers, maga- 
zines, radio commentators, motion pictures! Now 
they just sit, and look and listen. Imagination and 
the power to reason are dying out fast. 

Moreover, most people today are too busy and too 
wrapped up in their own business to think much about 
yours. For these reasons you have to draw their in- 
ferences for them. The more carefully you diagram 
your story, the faster everyone will come to you first 
for all information on building and modernization 
and for all materials. 

The man who knows you handle roofing has no idea 
you sell insulation, so when his eye falls on a chain 
outlet ad on batts, he heads in there. Do you run 
loosely worded, general copy that says, “See us for 
modernization. Quality materials.”? Or do you grab 
every opportunity to be concrete and specific, leave 
your readers with strong, clear mental pictures of 
what you have to offer? 


PEOPLE DON’T 
REASON — 


Here’s a very fast way 
to make a deep dent and 
leave your customers 
with a lasting impres- 
sion of the wide range of services and products you 
sell. First get up a list of those you want most to 
reach. 

Next, select six of the best-pulling, hardest-selling 
modernization ads you have ever run... ads that 
are in sharp contrast to one another in the products, 
services and home improvements featured. Ads that 
will include average-monthly-payment figures if pos- 
sible. 

Then ask your advertising agency or your printer 
to have low-cost copies made for you from the origi- 
nals. The “offset process” is excellent and very good- 
looking. Finally, staple them all together in a neat 
sheaf and mail them out to your special prospect list. 
Or plan to mail out just one ad in your series each 
day, for six successive days so that the prospect gets 
a new impression and a deepening impression of your 
yard, your products and your services every day for 
one entire week. 

This device attracts unusually high attention and 
readership — does both a comprehensive and intensive 
job —leaves your prospects with an impression they 
won’t soon forget. 


GET IT OVER 
WITH A BANG! 
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No. | Mill with Top Rig and Log Turner 


Frick Sawmills 
and Equipment 


Have been the favorite of sawyers and owners 











alike for four generations. Frick sawmills and 
equipment cut the most accurate lumber and do 





Frick Belt Feedworks, Standard on All 4-Sizes 
of Sawmills. Powerful, Positive, Rapid. 











Frick All-Steel Trimmers 20 Ft. Standard 
Size. Designed to Carry 18" to 20" Saws. 














Frick Gang Edgers, Sizes 27" and 32". Swing 
14" Saws. Improved Belt Drive. 





it rapidly because 
they are precision 
machines. Metal 
parts are of steel 
or semi-steel con- 
struction and have 
ball or roller bear- 
ings at vital points; 
all adjustable parts 
are precision made 
for cutting accu- 
racy. These and 
similar features in- 
sure top-grade 


finished lumber. 


Write today for 
your copy of Cat- 
alog 75 giving 
complete informa- 
tion. 


Frick Company 
also builds air con- 
ditioning, refriger- 
ating and ice-mak- 
ing equipment. 
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SOUTHERN. 
LUMBER 
COMPANY. 


Manufacturers of 


Arkansas Soft Pine 


Hardwood Flooring 
(Unfinished and Pre-finished) 


Southern Hardwoods 





Exponents of 
SAlactive timber harvesting 
and perpetual yield by which | 


we grow our own trees. 


Merchandisers of 


Dependable Quality 
Dealer Good Will 
Consumer Satisfaction 


Qur representative for your territory 
will be glad to quote, or you may address 


us direct at our general sales office . . . 


WARREN, ARKANSAS 
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THREE-WAY LOSS 


“Playing it safe” is a sound policy, 
at least in theory, but it likewise has 
its dangerous aspects as was revealed 
not long ago when a midwest lumber 
dealer decided to reduce his inventory 
to a minimum and keep it at that 
point until the market “settled down.” 

Much to his consternation, the 
largest farm owner in his trade area 
suddenly decided to build a big barn 
he had been postponing for the past 
two or three years. The dealer 
couldn’t fill the bill and was unable 
to induce “his” customer to wait for 
him to accumulate the material. 
Missing out on the sale created three 
losses: 1) an immediate profit on the 
large amount of material required, 
2) a valued customer, 3) local pres- 


tige. 
= * < 


WHEN SALESMANSHIP 
STEPS IN 


The dealer was adamant. “This 
isn’t the time to go out and see him,” 
he said to the laminated rafter sales- 
man who insisted on visiting one of 
last year’s prospects who had “de- 
cided to wait a year.” Reasons given 
by the dealer for further postpone- 
ment: 1) “He’s mad about the drop 
in farm prices, 2) He’s waiting until 
lumber comes down some more, 3) 
He’s too busy right now.” 

All appeared to be good reasons 
but only for the dealer. When the 
salesman finally went out alone to 
see the prospect he found the farmer 
was tired of doing without the build- 
ing—that he had made enough 
so that he could well afford it — that 
the decline in the price of farm prod- 
ucts had been accompanied by a de- 
cline in the price of building mate- 
rials — that it was costing time and 
money to do without the building. 

The end result was not only a prof- 
itable sale for the dealer but a highly 
profitable building for the farmer. 
Good salesmanship had stepped into 
the breach. 


x % * 


SIGNS OF THE TIMES 


Excerpt from the local newspaper’s 
report of a modernized lumber yard: 

“The newly remodeled yard is a 
far cry from the old pioneer which 
was erected back in 1908. The 
streamlined sales office looks like a 
portion of a department store. Sleek, 
colorful, well-lighted and convenient, 
the establishment offers a new type 
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of atmosphere in which to shop for 
lumber, hardware, paint and builders 
supplies. The long sales counter gives 
customers an opportunity to browse 
through home magazines and pam- 
phlets on the many new lines now 
offered by the yard.” 

Incidentally, 2000 people visited the 
store on the opening day and 800 
signed the guest register indicating 
items they needed. 


* * * 


One price drop leads to anoth- 
er ... the greater the decline 
the greater the sales resistance 
on the part of the ultimate 
consumer. 

* x * 


WHO'LL GET THE CONSUMERS’ 
DOLLAR? 


The average American dollar has a 
long row to hoe before it finally 
reaches the lumber yard. Main Street 
merchants ... chain stores... mail 
order houses ... automobile dealers 


. . electrical equipment salesmen are 


all after it hammer and tongs. 

We hear much about the competi- 
tion of other lumber yards in the 
area. Actually, the toughest compe- 
tition comes from other industries. 


* * * 


WHY PEOPLE STOP BUYING 


Fifteen years ago on the principal 
residential street in a midwestern city 
there were 110 “For Sale” signs adorn- 
ing the lawns along the avenue. One 
by one the houses were sold but it 
took nearly five years to get rid of 
them at give-away prices. Today, the 
houses are still there (15 years older 
in design and in wear and tear) but 
not a sign is in sight despite the 
fact that since that time the present 
owners either sold them or could 
have done so for three or four times 
as much as they paid in a distress 
market. 

When prices were going down no 
one wanted to buy the houses at any 
price. When prices started up people 
became interested. When the up- 
swing continued uninterruptedly for 
a long period there finally came a 
time when home prospects were will- 
ing to pay almost any price in order 
to get them. Same houses, same ave- 
nue, same houses. 

“Going down” or “going up” makes 
a big difference in sales resistance. 


CLINIC 


by R.E.S. 


In the former case buyers wait fo: 
additional drops. In the latter they 
hurry to avoid further advances. 

* 1 * 


“So much per month” again 
has become the easiest way to 


make sales. 
oe ok * 


$2 A DAY FOR A NEW CAR 

“Nothing down” and “3 years to 
pay” would flood the automobile in- 
dustry with orders that would keep 
them busy for months (probably 
years) to come. Such terms would 
seem like nothing short of Utopia to 
an industry “saddled” with the cur- 
rent requirements of one third down 
and 24 months for the balance. De- 
spite this fact, the industry makes 
maximum use of the terms allowed 
under today’s credit regulations. 

The lumber industry, on the other 
hand, is blessed with “nothing-down- 
and-36-months-to-pay” and makes but 
limited use of the most liberal credit 
terms ever allowed . .. even when 
banks and other financing institu- 
tions are begging to buy the install- 
ment notes. Something wrong some- 
where! 

* * 
WHY NOT? 

Not much change has _ taken 
place in the income of any one 
you know. Few of your acquaint- 
ances have lost their jobs or taken 
a cut in salary or wages. Last 
year, when prices were higher, 
they were buying. This year, with 
prices lower, they are not. Why? 

:« *£ 2 


WHAT, WHEN, HOW MUCH? 

Farmers have another big crop 
coming on. Grain storage is needed, 
not only for last year’s crops, but for 
this year. The merchandising problem 
of the hour, at least for lumber deal- 
ers, is how to supply the prodigious 
demand. It is a merchandising prob- 
lem since it involves such well-known 
factors as what kind, how much and 
how soon. The lumber dealer who 
can answer these questions will make 
the most sales. 


* * * 


DEVOTION TO DETAIL 

Unimportant daily details often 
take up far more time than is justi- 
fied. It’s the cash value of the em- 
ployes’ efforts that count. A “busy 
day” doesn’t necessarily add up to 
a satisfactory profit . . . too much 
devotion to detail. 
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: 2S ..THAT HELP 
Ohi g! MAKE THE SALE 





Portland a 


The job of selling Portland Brand 
shingles is easier. National advertis- 
ing, literature and extra service pre- 
pares the customer for every sale. 

Portland Shingle Co. is America’s 
leading producer of red cedar shingles 
and shakes. 

Five mills located in the heart of the 
Western red cedar stand assure you 
of a continuous supply of quality 
Portland Brand red cedar shingles and 
Skookum tru-cut shakes. 

Write or wire for Portland Shingle Co. Dealer Plan Today 





PORTLAND SHINGLE CO. 


9038 N. DENVER AVENUE - PORTLAND 3, OREGON 
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DEALERS..sreep up 


DELIVERIES, CHECK CREDIT. 
SPEND MORE TIME SELLING! 





























Progressive lumber and building material 
dealers everywhere are installing Executone YARDS | 
Intercom Systems to get more work done . 
faster. M 
With the flick of a finger you give orders 
to men in the Yard, get their reply, check | STORE | 
credit or deliveries . .. and no one need . 
leave their work! Your entire organization M 

. indoors and out... is in reach of 








your voice! Inside phone calls . . . ex- TRACKSIDE | 


pensive “call-backs are eliminated. Time 
lost locating roving employees is saved. Y 





Trips from office to yard held to a minimum! 








Up to 100-station systems available. CASHIER | 


2 Stations for as low as $6]. 





UNCONDITIONALLY GUARANTEED. Over 100,000 installa- 
tions — individually engineered to requirements. Service by 
Executone-trained specialists in principal cities assures you 
of dependable, trouble-free performance. 


XCCUIOME 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 


Vv 


EXECUTONE, INC. Dept. G-4 
415 Lexington Ave., New York 17, N. Y. 


| am interested in data on EXECUTONE. 
C) Please send literature. 
—) Have representative call. No obligation. 








Name 





Firm 


Address_ a City 
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Products .... Sales Aids .... Literature 
SEND FOR THESE: 





The Moto-Bug, a new power wheel- 
barrow, is - described in a_ booklet 
showing photographs of various 
Moto-Bug attachments and its appli- 
cations in construction and industrial 
work. The wheelbarrow travels at 
speeds of 2 to 4 m. p. h. and has a 
rated hopper capacity of 10 cu. ft. or 
1200 lbs. on platform body. Write 
Kwik-Mix Company, Dept. AL&BPM, 
Port Washington, Wis. 


An 88-page catalog describing Gen- 
eral Electric products for the farm 
and farm-home is available at 10c a 
copy. A special section of the catalog 
is devoted to the General Electric 
Home Bureau and tells how that 
organization assists farmers and their 
wives in planning complete electric 
kitchens and laundries. Write General 
Electric Company, Dept. AL&BPM, 
Bridgeport 2, Conn. 


The engineer’s contribution toward 
the creation of better living condi- 
tions and a more enjoyable life is 
dramatically shown in a new 16-mm 
sound film in color, “The Hidden 
World,” released by Allis-Chalmers 
Manufacturing Company. Running 
time is 26 minutes. Prints are avail- 
able for engineering groups upon re- 
quest from Allis-Chalmers Manufac- 
turing Company, Dept. AL&BPM, 
General Machinery Division, Milwau- 
kee 1, Wis. 


Moore Facts 4904, has just been 
printed. A combined Equilibrium 
Moisture Content-Relative Humidity 
Chart, of special value to kiln opera- 
tors, occupies the center pages. Moore 
Metal-Insulated Dry Kiln Doors are 
featured on the front page, and on 
the back page, moisture testing in- 
struments which enable the kiln opera- 
tor to keep accurate check on drying 
progress. Write Moore Dry Kiln Co., 
Dept. AL&BPM, P. O. Box 4248, 
Jacksonville 1, Fla. 


“It’s Wise To Conveyorize!” is only 
one of many pamphlets describing 
the complete line of The Rapids- 
Standard Company, Inc. Products for 
which literature is available are Floor 
trucks, in seven standard platform 
sizes; the Wheel-Ezy Hand Truck; 
Rapid Power Boosters including an 
economical power belt conveyor as 
well as the deluxe Challenger model; 
the Power-veyor Belt Conveyor—in 
lengths up to 150 feet; Floor-veyor 
Power Belt Conveyor which provides 
a continuous flow of material from 
floor to floor; Floor-veyor, Jr. — a 
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substitute for as many as three men 
on interfloor jobs; Stevedore, Jr., a 
portable power belt conveyor that 
takes care of loading and unloading 
trucks and boxcars; Rapid-Wheel 
Gravity Conveyor, it wheels mounted 
on high carbon steel axles; and the 
Rapid-Roller Gravity Conveyor used 
in practically every industry handling 
packaged goods. For literature write 
The Rapids-Standard Co., Inc., Dept. 
AL&BPM, Grand Rapids 2, Mich. 


The Morrison Carry-All, the all- 
steel, all-purpose service and utility 
body, is described in a four-page bul- 
letin issued by a manufacturer of 
truck bodies, automotive body parts 
and Mor-Sun furnaces. Write Mor- 
rison Steel Products, Ince., Dept. 
AL&BPM, 601 Amherst St., Buffalo 7, 
N.Y. 


Planning and Decorating is_ the 
title of the handsome brochure in 
color available from the National 
Oak Flooring Manufacturers’ Asso- 
ciation. How to plan the most im- 
portant side of a room; how to choose 


your flooring; and a floor-level view - 


of a floor’s problems are a few of the 
subjects included. Oak flooring, beau- 
tifully displayed, is shown in numer- 
ous settings—with striking modern 
colors; amidst the charm of Re- 
gency; in an elegant hall of Chinese 
decor; with a Victorian motif; in a 
contemporary living room; with early 
American furniture or French pro- 
vincial. “Planning and Decorating” 
will help your customers visualize 
the style and color adaptability of 
oak flooring. For free copies write 
Home Service Bureau, Dept. AL&- 
BPM, National Oak Flooring Manu- 
facturers’ Association, 814 Sterick 
Bldg., Memphis 3, Tenn. 


“How to Beautify and Protect Con- 
crete, Stucco and Masonry,” explains 
why concrete, stucco and masonry 
surfaces need paint protection, and 
how Medusa Portland Cement Paint 
prevents such surfaces from deterior- 
ating. Various sections of the new 
booklet explain why a cement paint 
makes a longer lasting, more beauti- 
ful protective coating than ordinary 
paints and how Medusa Portland 
Cement Paint is applied. A new coat- 
ing, Medusa Rubber Base Coating, 
just developed by Medusa is also dis- 
cussed. Write Medusa Products Di- 
vision of Medusa Portland Cement 
Company, Dept. AL&BPM, 1000 Mid- 
land Bldg., Cleveland 15, Ohio. 


July 


Twin Casement Kitchen- 
Window Unit 


Malta’s Twin Casement Kitchen 
Window Unit which is assembled, 
glazed, fully weatherstripped and 
treated at the factory, reaches the 
dealer cartoned and ready for in- 
stallation by the builder. It is fully 
modular for masonry, frame, block 
or veneer construction and _ is 
adaptable to any type of construc- 
tion or any wall thickness. The 
Malta double unit is available in a 
wide variety of light-sizes. Buyers 
may select casement windows that 
are three lights high, two lights 
wide and three high, or three lights 
wide and four high. All hardware 
is of easy-operating, heavy duty 











type. A positive locking handle is 
provided for both casement win- 
dows. Other features include pat- 
ented water-tight sill joints and 
sill supports plus perfect joining 
for easy, correct assembly and in- 
stallation. Write Malta Manufac- 
turing Company, Dept. AL&BPM, 
Malta, Ohio. 


Ornamental Iron Grilles, Posts, 
Stoop Rails 


Coffman’s custom line screen- 
door grilles have beautiful hand 
forging and embossed details which 
give the designs a realistic appear- 
ance, Finished with a white-enamel 
paint over a protective, zine chro- 
mate base-primer coat, the grilles 
are offered in stock sizes, or in spe- 
cial sizes made to order. They fit 
neatly into the wood panel screen 
openings of the doors and have 
holes drilled at proper points for 
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BIRD #25 
ARE TOUGH, DEPENDABLE . . AND ECONOMICAL! 
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MASTER-BILT SHINGLES 


Here’s a shingle that will stay put in strong 
winds and driving storms... Bird #23 Master- 
Bilt ® Shingles are designed to be applied with 
dnly a 4" exposure that gives extra resistance 
to high winds! 


























strength, and the thick butts cast heavy shadow- 
lines that give rich, massive beauty to the roof. 


Show your customers the many beautiful colors 
and blendes ... and close the sale with this point: 
#23 Master-Bilts are not only top quality, they’re 
economical, priced to fit every budget! That’s 
important, because extra value plus economy 
means profit for you ... and satisfaction for your 
customers. Write us for further information: 
Bird & Son, inc., Dept. 65, 1472 W. 76th Street, 











That’s not all ...#23 Master-Bilts are heavier Chicago 20, Illinois. 


BIRD ‘25 fail LU SHINGLES 


(230 Ibs. per square) with extra protection 
where it counts ... on exposed tabs! Bird thick- 
butt construction gives them greater rigidity and 










Feature GABRIEL 
BASEMENT WINDOWS 


Home owners prefer these outstanding windows because they're so 
easy to operate. . . A mere finger-touch will open them. . . Exclusive 
side-arm locking detail which locks the window automatically adds 
convenience. . . Top or bottom opening provides any desired amount 
of ventilation. . . These and other modernized features, plus tradi- 
tional high quality, make Gabriel Basement Windows the best buy 
in the window field and the most profitable for you to sell... Available 
in popular 2-light sash of modular dimension. . . SOLD THROUGH 
DEALERS ONLY. 









Write for catalog A showing complete line of home-building specialties. j ROLLED XIE 


National Sales Representatives: HARRIS, Inc., 145 North High St., Columbus 15, Ohio PRODUCTS L 


om eRveEL STEEL COMPANY 


1/3700 Sherwood, Defrost /2, Mich. 
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easy attachment by anyone. Other 
Coffman products are ornamental 
iron porch and balcony posts, can- 
opy brackets, entrance or stoop 
rails. For illustrated folders write 
The R. G. Coffman Co., Inc., Dept. 
AL&BPM, Orlando, Fla. 


Mineral Wool Batts 
and Pouring Wool 


In summer, U. S. insulation turns 
back the blistering rays of the sun; 
in winter it eliminates cold walls 
and floors, keeps furnace heat where 
it belongs. It also lowers decorating 
costs, according to “Insulation,” a 
bulletin issued by the United States 
Mineral Wool Company. Numerous 
drawings included in the bulletin, 
graphically indicate  insulatable 
areas that will “cover the home 
like a blanket.” Walls and ceilings 
filled with U. S. insulation are said 





to reduce sound transmission as 
well as heat transmission. Since the 
fibrous mass of mineral wool is 
non-combustible, the insulation also 
retards the spread of fire. U. S. 
Stud-Pak Batts are available for 
walls, ceilings and floors. Mineral 
wool insulation processed into small 
pellets and intended for hand pour- 
ing from the bag, is for application 
in unfloored attics or other open 
horizontal spaces. Write United 
States Mineral Wool Company, 
Dept. AL&BPM, South Milwaukee, 
Wis. 


N.S.W Non-Stick Windows 


N.S.W windows are complete 
double-hung units factory-fitted 
with weatherstrip and sash in- 
stalled. Wide blind stops make a 
tight joint with the wall, whether 
it is of masonry or of frame con- 
struction. The unit is also suitable 
for a brick veneer wall because the 
blind stops lap over the sheathing 
and prevent leakage around the 
frame; a special type of plank 
front N.S.W is made for stone 
wall construction. The wood jambs 
are of extra thickness for strength 
and rigidity. Since the face of the 
jambs is covered with metal, there 














is no need for clear lumber. The 
metal is rustproof solid zinc in one 
piece, forming tongue-and-groove 
weatherstrips and channels for the 
sash. For literature write N.S.W 
Company, Dept. AL&BPM, 12930 
Auburn Ave., Detroit 23, Mich. 


"Shadow-Lap" 
New Celotex Insulating Siding 


Initial production of a, new in- 
sulating siding is announced by 
The Celotex Corporation. The new 
product is known as 14” Shadow- 
Lap. Its smart “shake” shingle, 
textured pattern is produced in 
two colors, Silver White and Pastel 
Green. The granules used for these 
colors are of an entirely new and 
improved type. Their size and 
shape assure excellent imbedment 











pecan 
ash 


back for more. 


Manufacturers of 








Dependable Quality 





HARDWOOD FLOORING 


oaks In straight cars or mixed with air 
dried Yellow Pine Boards and 


beech Dimension. Best of manufacture. 
Satisfaction that will bring you 


For prompt attention on your needs 
phone or write 


Miller & Company, Inc. 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 1885 


ASK YOUR WHOLESALER 
FOR OUR LUMBER 





1" KILN DRIED YELLOW PINE 
Flooring, Boards, Siding, etc. 
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W. M. McGowin Lumber Co. 


Pine Apple, Alabama 
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HOMEOWNERS 
DEMAND 


DIXON 


Weather-Lok Units 














BEAUTY AND QUALITY are built-in. Per- 
fectly joined Ponderosa pine, kiln dried; 
extra wide blind stop; various layouts to 
suit individual taste . . . all combine for 


eye-appeal which means buy-appeal. 


ECONOMY, DURABILITY, ADAPTABIL- 
ITY—all appeal to the homeowner, all are 
features of Dixon Weather-Lok Window 
Units. . . . Low in cost; eliminate high- 
priced on-the-job work hours. Toxic treated 
for long life. Completely weather-stripped. 
Adaptable to frame, veneer, or solid ma- 


sonry construction with minimum of change. 


Investigate 
the "business building" possibilities of the 
homeowner demand for these superior 


mill-made window units. 


Manufactured by Western Pine Mfg. Co. of 








THE DIXON INDUSTRIES 


nS OG CG OH Cine 
| HAL R.DIXON GRANT DIXON,JR. C.E.BARTLETT 


PRESIDENT VICE-PRESIDENT SEC'Y. “TREAS. 


For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 





Spokane, Washington 
; 
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{e0.J.Silbernagel 





1 WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

© MILLWORK 
® MOULDINGS 
© SIDING 

© FLOORING 


ET 


(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Il. 


Telephone RAndolph 6-0540 
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( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 












Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 























Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 









Brown: Ss 


Guaranteed 90% Red Heart or Better 
Only SUPERCEDAR is of 100% oil content 
the same uniform hig . 
quality standard that Suggest Cedar Lined 
guarantees every Closets to Every Home 
package to contain Builder. There is 
or dagaed gy Re — Better than 
oil content . 
which produc- 
es the pleas- 
ing aroma. 













rae | 


ERC NING 





SEALED 
PACKAGED More home velatiinen are 
LABELED specifying cedar lined 


tee, famous since 1886 
Product of 


GEO.C. BROWN & CO. 


GREENSBORO, N. C. ESTABLISHED 1886 
We -tci-4-nae 0 el Congel-1-4,1-melg 


AROMATIC RED CEDAR IN THE WORLD 
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ling, yea DURHAM 
year.” W hat s more, COMPANY 
Durham’s Rock- Des Moines 4 


lowa 


closets today than ever— 

and Brown's SUPERCEDAR 
is nationally advertised to 
thousands of new home pros- 
pects,architects and builders. 
SUPERCEDAR closet lining is 
surfaced, tongue and grooved, 
ready to put on with no waste. 
Packaged and sealed with the 
Geo. C. Brown label and guaran- 





and coverage, and tests indicate 
very satisfactory color retention. 
Metal outside corners and edge 
trim in natural aluminum and pas- 
tel green are avaliable for use with 
the new material. Write The Celo- 
tex Corporation, Dept. AL&BPM, 
120 S. LaSalle St., Chicago, Ill. 


G. L. Fume Proof, White- 
Exterior House Paint 


Great Lakes’ fume proof white 
house paint is of exceptional value 
for buildings in industrial areas. 
Extreme exposure to gases, smoke 
and fumes—such as sulphur and 
various other fumes, will not darken 
the intense white finish. The paint 
is also highly recommended for 
dairy farms and all farm homes 
and buildings. The non-toxic for- 
mulation of the product assures 
protection for animals against 
toxic poisons. Titanium base-con- 
trolled chalking provides a clean, 
white finish for years. If desired 
the paint can be tinted in light 
shades, such as ivory and cream. 
Write Great Lakes Varnish Works, 
Inc., Dept. AL&BPM, 2215 N. 
Pulaski, Chicago, IIl. 


Superior's Heat Circulating 
Fireplace 


The manufacturers of Heatform 
report that in cold climates their 
heat circulating fireplace will heat 
several rooms in spring and fall; in 
mild climates it will furnish all the 
heat required and save the cost of 
a basement. The fireplace is said to 
have a heat delivery of approxi- 
mately 60%. The use of Heatform 
does not limit design. Cool air in- 
lets and warm air registers may be 
placed to suit the architecture and 
are furnished to harmonize with 
the interior. Special features of 


Heatform are ribbed reinforced 





firebox, lower and upper heatin 
chambers, and round superheatin: 
air passages through the throa' 
Descriptive literature is available. 
Write Superior Fireplace Co., Dep:. 
AL&BPM, 1709-D East 15th St., 
Los Angeles 21, Calif. 


"Bilt-Well" Combination 
Storm Sash and Screen Unit 


The new Bilt-Well storm sash 
and screen unit, made in modular 
sizes of clear-kiln-dried Ponderosa 
pine, chemically treated, is simple 
to install, easy to change from the 
inside, and can be stored in a small 








<a 





space. Hardware consists of a 
minimum number of parts which is 
accomplished with the introduction 
of the Bilt-Well “3 in 1” multi- 
purpose hanger. This is a support, 
a hook, and a fastener all in one. 
Necessary preparations for attach- 
ing the hardware are done at the 
factory. The hardware is self lo- 
cating, easy to locate for attach- 
ment since it can be lined up with 
portions of the frame and sash 
without any measuring whatever. 
For illustrated folder write Carr, 
Adams & Collier Company, Dept. 
AL&BPM, Dubuque, Iowa. 


Precision Hi-Speed Trimmers 


Cunningham precision Hi-Speed 
trimmers are available in large and 
small sizes for mills from 10M to 
55M per day capacity. No. 1 (small 
size), and No. 2 (large size), dry 
lumber trimmers can be equipped 
with electric motor and V-belt 
drives when desired. Special fea- 
tures include offset mandrels, Cun- 
ningham roller bearings, v. belt 
drives from the countershaft, ad- 
justable hold-downs, cables front 
and back, and two 20” 8-12-8 gauge 
hollow ground smooth trim saws 
furnished. The company’s heavy 
duty green lumber trimmer is also 
available in two sizes. Bulletin CT-1 
describes it as the only precision 
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APM Branches and 
Sales Warehouses 
Cover the Country 


Whrehouse stocks of APM 
plywood are located in major 
population and building areas 
from coast to coast. These regional 
depots are also headquarters for 
experienced plywood men whose 
services are always available, and 


who are as close as your telephone. 








—ASSOCIATED— 
Plywood Mills, Inc. 


GENERAL OFFICE —EUGENE, OREGON 


MILLS: Eugene, Oregon, and Willamina, Oregon 


BRANCH WAREHOUSES: Eugene and Willamina, Oregon; 925 Toland St., 
San Francisco 24, Calif.; 4814 Bengal St., Dallas 9, Tex.; 4268 Utah St., 
St. Louis 16, Mo. 





SALES WAREHOUSES: Bessonette & Eckstrom, 2719 S. Compton, Los 
Angeles 11, Calif.; Pacific Mutual Door Co., 626 Tacoma Bldg. (Home 
Office), Tacoma, Wn.; 1407 Fleet St., Baltimore 31, Md.; 2141 Throop St., 
Chicago 8, IIl.; 516 South Ave., Garwood, N. J.; Adams and Shawnee Sts., 
Kansas City; 2235 Territorial Road., St. Paul 4, Minn. 


‘ 
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ROOFING 








Easier to sell... because it's 
easier to use. 


Easier to use...because it 
looks, feels, swings like a hammer! 


. STAPL-ON automatically feeds 
and drives SIX sturdy staples in 
the time it takes to hammer ONE 
tack the old, slow way. One-hand 
operation. Leaves no hammer 
marks. Drives %4“‘ or 3%“ staples 
that spread when driven, giving 
firmer hold. Loads in 10 seconds 
...lasts for years. STAPL-ON has 
scores of money-saving uses On any 
building job — tacking insulation, 
building paper, canvas, roofing felt, 
underdeckings, glass substitutes, 
light metals, making screens, etc. 
Let your customers try the ‘feel’ 
of the perfect STAPL-ON balance 
...and you've made a sale! 


STAPL-ON 


6 TIMES FASTER * 3 TIMES STRONGER 





than old-fashioned tacking 


INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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green lumber trimmer on the mar- 
ket. Write Cunningham Machinery 
Corp., Dept. AL&BPM, P. O. Box 
56, 701-735 Ricou St., Shreveport, 
La. 


Offset Ladder Bracket 


The Steadfast offset ladder 
bracket, designed for every ladder 
whether used by a home owner or a 
contractor, increases ladder useful- 
ness and through sound engineer- 
ing principles reduces working haz- 
ards. The offset feature of the 
bracket prevents damage to gutters 





and cornices. Ladders secure their 
bearing by a swivel bearing plate 
from roof slopes regardless of roof 
pitch; ladder rails are thus kept 
free from cornice members. Off- 
setting the ladder from the sidewall 
of a building allows mechanics to 
work under projecting areas and to 
install storm or screen windows, 
hang gutters, paint cornices, repair 
gutters, etc. Damage is prevented 
and work speeded by using the 
bracket. Another feature is that 
when the brackets are used in pairs 
they make an easily assembled scaf- 
fold. Write Steadfast Equipment 
Co., Dept. AL&BPM, 57 Wheeler 
Ave., Pleasantville, N. Y. 


Kinkead's Redesigned 
Wallboard Trims 


Kinkead’s redesigned wallboard 
trims, known as “The Nifty, 
Thrifty ’50 Line,” features five 
work-saving, time-saving structural 
points: 1) Closed-end corners for 
faster installation of perfect cor- 
ners—eliminates mitering on the 
job. 2) Cut-away flanges for quick 
and easy installation of smooth, 
snug-fitting joints. 3) Long at- 
taching flange for solid, lasting 
attachment. 4) Deep recesses for 





easy, secure insertion of panel. 5) 
Staggered holes, punched on 4” 
centers, for safe, wobble-free ap- 
plication. Write Kinkead Industries, 
Inc., Dept. AL&BPM, 450 W. 
Superior St., Chicago, III. 


Hall's Pine Garage Door 


Hall’s pine garage door is sturd- 
ily built to provide economical, 
long-lasting service. The stiles and 
rails are top-grade pine, mortised 
and tenoned, pinned and glued; 
the plywood is of hardwood, sound 
two sides, and is glued for exterior 
exposure. The door opens by finger 
tip action. Just turn the handle, 
give it a slight lift upward, and 
there is full clearance through the 
garage opening. The Hall door is 
available in sizes to fit garages 
anywhere. One bundle of track, one 

















Old Growth Yellow Fir . 
TIMBERS — BUNDLED UPPERS 


SANTIAM LUMBER COMPANY 


MILLS 
SWEET HOME @ LEBANON 
OREGON 


"Sautiam” Brand 


MIXED CARS 


ANNUAL CAPACITY — 100,000,000" 


Upland Hemlock 
DRY AND GREEN DIMENSION 


PLYWOOD AND GREEN LATH CAN BE INCLUDED IN 


















Makes Pickets 
at Low Cost 


Points 200 to 250 154'' to 354"" width pickets per hour 


(\{\_ 

















SCHUBERT 
Picket Cutter 










year after year use. 24'' high. Hand operated. 30" 











long handle provides easy leverage. Anyone can 
operate. Enables you to utilize odds and ends: of 
lumber profitably. Seven day delivery. Send today 
for literature and price. 


with planer-smooth finish. No sanding required. 
Adjusts to cut any degree of sharpness or bluntness 
of picket point. Light enough to carry to stock pile 
—wt. only 38 Ibs.—yet strong and durable enough for 


H.A.SCHUBERT CO. Machinists 


Wilmette, Illinois 
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type of raw material from which our products come. 
sult us on your next requirements in 


LUMBER, MOULDINGS, DOORS 
CUT STOCK, PINE PLYWOOD 


TARTER, 











SKILLED HANDS--MODERN METHODS 


PONDEROSA PINE, SUGAR PINE, WHITE FIR, DOUGLAS FIR, [INCENSE CEDAR 


Quality is one of the important factors maintained by up-to- 
date methods and skilled workers in the 8 modern mills of 
Tarter, Webster and Johnson. The giant log shown on the 
carriage in one of our plants well illustrates the excellent 


WEBSTER and JOHNSON, 


NO. 1 MONTGOMERY ST., SAN FRANCISCO, CALIFORNIA — P. O. BOX 1731, STOCKTON, CALIF. 





We know this well-manufactured lumber will please 
you. Try some of — 


OUR SPECIALTIES 


Pine and Fir Boards and Dimension 

Pine, White Fir and Douglas Fir Mouldings 

Top Quality Ponderosa Pine Doors 

White Fir Selects, Shop, Common, Dimension 
Ponderosa, Douglas Fir and White Fir Cut Stock 


Inc. 

















Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


seu: 





Ponderosa Pine, Fir and 
Larch Lumber 

















BuitpING Propucts MERCHANDISER 


LL divisions of Canadian Forest Products Limited use 
top quality logs from our own virgin timber limits 
at Englewood and Harrison Mills, B.C. 


EBURNE SAWMILLS DIVISION 


9149 Hudson Street, Vancouver, B.C. 





Utilizing Douglas Fir, Pacific Coast Hemlock and Western 
Red Cedar for the production of Timbers, K.D., Dimension 
and Boards, Finished Uppers, Car Material and Siding. 


PACIFIC VENEER & PLYWOOD DIVISION 
Foot of Braid Street, New Westminster, B.C. 








Specializing in production of *Douglas Fir Plywood, P.V. 
Brand Edge Grain Cedar Plywood and P.V. Brand Hardboard. 
*Obtainable from our affiliated company, Pacific Veneer 
and Plywood Corporation, Bellingham, Wash. 


HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street, Vancouver, B.C. 





Manufacturers of the world-famous Huntting-Merritt 
Brand Red Cedar Shingles, and Dri Home prestained cedar 
shakes for modern sidewall construction. 


CANADIAN 
FOREST 


FOR SHIPMENT TO ALL 
POINTS IN UNITED 
STATES 
Mixed carloads of lumber, 
plywood and shingles are 
made up from each of the 
Canadian Forest Products 
Divisions and the Pacific 
Veneer and Plywood 
Corporation, Bellingham, 

Wash. 


PRODUCTS 


Limited 
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carton of small parts, and one 
bundle of door sections make up 
the package unit. For illustrated 
folder write Hall Enterprises, Dept. 
AL&BPM, Casco, Wis. 


Friction-Type Double Hung 
Window 


A new type one-piece, metal 
weatherstrip rail can be easily cut 
to length to fit any window casing. 
Both the top and bottom sash slide 
in the pre-formed channels of this 
compression rail, which is of one 
piece construction and serves both 
sash. The parting stop is part of 


the vertical rail itself—it is not in 
two pieces as in most windows. 
Pressure for holding the sash in the 
desired position is obtained by two 
continuous rubber strips, function- 
ing as springs, placed on the back 
of the vertical rail, opposite the 
stiles of the sash. This provides a 
constant pressure against the sash 
at all times. Seal-Rite windows are 
as draft-tight as it is possible to 
make a window and the same con- 
struction also makes them rattle 
and whistle proof. Seal-Rite win- 
dows are actually sealed on all four 
sides and at the check rails. Cov- 
ered by patents, they have been 
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Visualize the cost-reduction sales appeal of 
end-matched D&M for sheathing and roof 
boards, of end-matched drop siding, ceiling, 
flooring. Eliminates much cutting and fit- 
ting on the job—saves time and labor for 
contractors, carpenters, home and farm 
builders. No waste. Unnecessary to join on 
a stud or rafter. Means lower building 
costs for your customers. 


Act today to put the extra sales appeal of 


3 Modern Mills 





Inerease Your Sales 







By Helping Your Customers Cut Building 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, 


With Our 





Costs 


Willamette Valley end-matched stock at 
work in your yard. 





Straight or mixed cars of end-matched 
and standard items in kiln dried Doug- 
las Fir and Hi-Hemlock lumber and di- 
mension — mouldings, etc. Also end- 
matched 2'' Factory Flooring and 
Roofing; Western Red Cedar and Hi- 
Hemlock Bevel and Bungalow Siding. 


OREGON 
700,000 Feet Daily 
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thoroughly tested and many thou- 
sands are now in use in Michi- 


gan and Ohio. It is the plan of the 
manufacturer to license exclusive 
manufacturers in all the major 
building areas of the United States; 
the licensee to make his own win- 
dows using the Seal-Rite one piece 
channels and seals. Write, Seal- 
Rite Manufacturing Company, 
Dept. AL&BPM, 600 Michigan 
Bldg., Detroit 26, Mich. 


New Carey Asphalt Shingles 
Win "Class A" Fire Protective 
Rating 


The Philip Carey Mfg. Company 
has developed an asphalt shingle 
which is the first in the history 
of the industry to achieve the high- 
est possible fire resistant rating 
of “Class A” by the Underwriters’ 
Laboratories. Miss Carey Fire- 
Chex shown in photo, nails the 
rating to the first asphalt shingle 
in the roofing industry. Additional 
claims made for this new Carey 
asphalt shingle are that it is the 
only shingle of any kind ever to 
be rated “Class A” without an 
asbestos felt underlayment; it can 
be used without limitation in any 
area requiring the highest fire 
rating; no special methods of ap- 
plication are required when roof- 
ing with this improved product; 
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INDEPENDENCE LUMBER & Mc. Co. 


Independence, Oregon 
Telephone: Independence 42 Teletype: Independence 370 
Mills at Independence and Arell, Oregon 


DAILY CAPACITY 300,000 FEET 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers 
Quality Stock @ Double End Trimmed 
Eased Edge Dimension 
MEMBER WEST COAST LUMBERMEN'S ASS'N 


Metropolitan New York Sales Handled by 


J. Herbert Bate Co. 


30 Church St., New York 8, N. Y. 
Telephone: WO 4-6363 Teletype: N. Y. 1-1098 


Manufacturers and Wholesalers 


Western Pines — Douglas Fir 
West Coast Products 
Southern Yellow Pine — Southern Hardwoods 
SELLING GOOD LUMBER FOR OVER 50 YEARS 
Fast, Dependable Service 
Blue Mountain Quality Ponderosa Pine 
from our Wallowa, Oregon Mills 











“SHERMAN 
for 


— Sewuétce” 


WHOLESALE 
wa WESTERN PINES 
ua DOUGLAS FIR 
WE WEST COAST HEMLOCK 
i RED CEDAR SHINGLES 


With a group of excellent mill connections. our or 





ganization is prepared to offer exceptional service tn 
West Coast Woods to a few additional customers 


j Let us demonstrate. 


Edward J. Sherman Lumber Sales 


Board of Trade Building 
PORTLAND 4, OREGON 
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THESE ARE THE 
WESTERN PINES 


Idaho White Pine 
Ponderosa Pine 
Sugar Pine 


WOODS FROM 1 
STERN PINE REGION 


melon 
er 


Larch 
Douglas Fir 
EES ARS White Fir 
ASSOCIATED WOODS Spruce 
Cedar 


Lodgepole Pine 


GET ACQUAINTED WITH WHITE FIR— From the Western 
Pine Region ... An excellent all-purpose, economy wood for 
sheathing, dimension, siding and paneling. Manufactured, seasoned 
and graded to the high Association standards. Available from 
member mills* in straight cars or mixed cars with one or more of 
the Western Pines. 


*Write for Directory of Membership 
WESTERN PINE ASSOCIATION 


: 510 Yeon Bldg.« Portland 4, Ore. 
. 
‘ a er 





SOUNDBILT 


Exterior and Interior 


DOUGLAS FIR PLYWOOD 








Made Soundly to Sell Soundly 


The name, “Soundbilt’’ is your assurance of quality 
and satisfaction in buying Exterior or Interior Doug- 
las Fir Plywood. 

“Soundbilt’” is truly SOUNDLY-BUILT Plywood — 
made from selected old-growth peeler logs, laid out 
for efficient, economical production. 

Modern equipment, skilled workers and close super- 
vision assure you the best of manufacture. Avail- 
able in all standard DFPA grades. 


Consult us on your needs today. 


PUGET SOUND PLYWOOD, Inc. 


Tacoma 2, Wash. 














CUSTOM 
MILLING 


Transit Rates 


Insured storage and air 
drying yard. 


Ship your lumber green or 
partially dried to be milled, 
and shipped on order. 


Located on both the Soo 
Line and C & NW Railroad. 


WALLRICH’S 


M. J. Wallrich Land 
& Lumber Co. 


Shawano, Wisconsin 














STOP! 


Slaving Over 
Your Drawing Board 





Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way” Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 
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its extra thickness and weight (325 
lbs. per square) provide longer life 
and greater protection from wind 
and the elements. Write the Philip 
Carey Mfg. Company, Dept. AL&- 
BPM, Cincinnati 15, Ohio. 


"Rusco" All-Metal Prime 
Windows 


Entering the field of producing 
vertical slide windows for new con- 
struction, The F. C. Russell Com- 
pany announces the new Rusco all- 
metal prime windows. The new 
windows will be packaged in com- 
pletely assembled units including 
glazing and screen panels, fully 
painted and ready for installing in 
window openings. Their initial cost 
is low, according to the manufac- 












































turer, and the ease with which they 
can be installed will cut expensive 
field labor to a minimum. Write 
The F. C. Russell Company, Dept. 
5-AL59, Cleveland 1, Ohio. 


Right Load-Moving Ability 
Cuts Truck Operating Costs 


What kind of load-moving ability 
should a truck have to suit your 
operation? That depends, of course, 
on the size of your loads, the speed 
you want to make ... and on the 
type of roads the truck must travel. 
Each truck operation must be con- 
sidered individually—there is no 
set rule to fit all cases. Two trucks 
may be operated on an _ identical 
route, have the same wheelbase— 
and be equipped with bodies of 
similar appearance. But truck “A” 
is designed and engineered to carry 
a constant 5,000-pound (214-ton) 
payload. Truck “B,” on the other 
hand, is designed and built to han- 
dle with maximum speed and econ- 
omy, a variable payload ranging 


up to 5 tons—twice that of truck 
“A.” Beneath the hood, cab and 
body of these two “identical” trucks, 
there should be a tremendous d 'f- 
ference. The hood of truck ‘.\” 
should conceal a distinctly different 
engine from that of truck “B,” the 
latter being larger and more power- 
ful. The engine in truck “A” would 
not provide sufficient power for 
truck “B.” The desired running 
schedules could not be maintained, 
thus losing money for the operator. 
The best possible combination of 
speed, power and economy can re- 
sult when all load-moving com- 
ponents match the load and road 
conditions to be encountered. When 
this occurs, in combination with 
the right load-carrying units, such 
as the right frame, springs, tires, 
etc., the result is an efficient, well- 
balanced vehicle. Such a _ vehicle 
will be operated at minimum ex- 
pense. For details write Dodge 
Division, Chrysler Corporation, 
Dept. AL&BPM, Detroit 31, Mich. 


New Lightweight Insulation 


At extremely low weight—only 
3/10 the weight of ordinary min- 
eral fiber insulations—the new 
Ultralite (trade mark reg.) insula- 
tion is said to offer high thermal 
efficiency. Ultralite is pleasant to 
handle and springs back into’ its 
original shape after being com- 


pressed. Ultralite is fire-resistant, 


rot-proof, and will not shake down, 
pack, settle or disintegrate under 
vibration. The extremely fine glass 
fibers are odorless, and do not ab- 
sorb odors or moisture. Write 
Gustin- Bacon Mfg. Co., Dept. 
AL&BPM, 1412 E. 12th, Kansas 
City, Mo. 
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Lumben 
Market Analysis 


Current Statistics on 
Output and Distribution 


Lumber shipments of 417 mills reporting to the 
National Lumber Trade Barometer were 1.5 percent 
above production for the week ending June 11, 1949. 
In the same week new orders of these mills were 7.4 
percent below production. Unfilled order files of the 
reporting mills amount to 31 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 21 days’ production at the current rate, and gross 
stocks are equivalent to 63 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 2.5 percent above production; orders 
were 1.4 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 47.3 
percent above; shipments were 55.2 percent above; 
orders were 50.7 percent above. Compared to the cor- 
responding week in 1948, production of reporting 
mills was 14.0 percent above; shipments were 26.2 
percent above, and new orders were 21.8 percent above. 


Southern Pine 

Production of the 108 mills reporting to the South- 
ern Pine Association for the week ending June 11, 
1949 totaled 16,986,000 feet. This was 3.11 percent 
below the three year average. Shipments for the 
week amounted to 16,703,000 feet, or 1.67 below pro- 
duction and 4.73 percent below the three year average. 
Orders for the week’s period totaled 15,411,000. This 
footage was 9.27 percent below production and 12.10 
percent below the three year average. 


Northern Pine 

The five mills reporting to the Northern Pine Manu- 
facturers’ Association for the week ending June 11, 
1949 cut 1,890,000 feet compared to 975,000 feet for 
the same period a year ago. Shipments for the week 
amounted to 830,000 feet and orders received totaled 
860,000 feet. Unfilled orders stood at 3,390,000 feet 
while gross stocks amounted to 35,860,000 feet. Gross 
stocks a year ago stood at 32,350,000 feet. 


In the Market Centers 

TACOMA—Operators, faced by a declining market, 
are moving cautiously. Demand is noticeably lacking 
but, so far, prices for better grades have not dropped 
appreciably since sellers are striving strenuously to 
maintain levels. Indicative of the situation, how- 
ever, was the announcement yesterday by Jack Taylor, 
chairman of the state land commission, that the state 
plans to curtail sales of state owned timber until con- 
ditions change. He explained that operators are re- 
luctant to meet the state’s appraisals on salable 
timber because of the present overabundant supply 
f logs. He explained that the board is unwilling to 
are its prices since the state’s timber stands were 
neavily shorn by wartime emergency cutting. He 
aid that the last state sale failed to draw bids on 
iny of eight different timber parcels that were of- 
fered, presumably because of their high appraisal. 
However federal authorities are going ahead with 
plans for a sale of more than 2,500,000 board feet of 
timber in the Olympic national forest on July 5. The 
amounts and minimum acceptable bids include 200,000 
board feet of western red cedar at $3.10 a thousand; 


BuILpING Propucts MERCHANDISER 





Look Into This 
New Warehouse Service! 


1. Let us ship you West Coast yard items in a 
mixed car along with 


WAREHOUSE ITEMS 


FIR DOORS, FIR PLYWOOD, FIR 
MOULDINGS, INTERIOR and EXTE- 
RIOR JAMB SETS, STOCK or DETAIL 
WINDOW AND DOOR FRAMES—from 
our TACOMA WAREHOUSE 


2. Or you can order your lumber items from your 
usual source and stop your cars off in transit 
to pick up your choice of the above items from 
our warehouse. 


STRAIGHT CARS FOR LARGE BUYERS 


SEE your regular salesman or write 
for delivered prices. 


Pacific National Sales Co. 
Tacoma, Washington 














Anything in 
West Coast Woods 


Manufacturers of: 


Mouldings 
Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 








1635 DIERKS BUILDING 
Phone Victor 4143 
Kansas City 6, Missouri 





Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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- installation 
* operation 
*maintenance 
- on the purse 


The CAPITOL Taper Seal GARAGE DOOR 


BOTH you and your customer will be satisfied if 

you install CAPITOL Taper Seal doors on that 

next garage job, and you'll recommend them con- 

sistently, for they’re by far the easiest door to 
- install. 


Precision built of finest materials and hardware, 
parts fit perfectly with minimum labor — tracks 
automatically line up — four hinged sections and 
short radius require but minimum clearance — 
unique rabbet seals section joints. 

CUSTOMERS LIKE THESE 
TAPER SEAL FEATURES SIZES AVAILABLE 


Modern Beauty - Balanced Action 8'0x6'6, 80x 70 
on Ball Bearing Rollers for “Feath- 8’0x7’6, 80x 8’0 
er Touch” operation - Complete ae eee 
Taper Seal Weather Protection - a Sw ee 
Long Trouble-free Service Lite 10°0x8’0, —-10’0x10’0 
- Reasonable Price. 














> See Your Lumber Dealer or Write Us For Prices 


CAPITOL PRODUCTS sinixcrterD? itt. 





' 


RAINY LAKE LUMBER CO. Ltd. 


Sales Office: 
2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathiow, Lid. Reiny Lake. Ort. 
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LUMBER MARKET 


1,200,000 board feet of Pacific silver fir at $2.15; 
1,100,000 feet of western hemlock at $2.45. Officials 
at nearby Mt. Rainier National park announced today 
that they are considering plans for disposing of sey- 
eral million feet of timber ruined by a flash flood in 
1947. They said that the timber could either be cut 
and removed by the park service or else offered io 
private industry on a bid basis. Some of the timber 
is suitable for peeler logs. 

KANSAS CITY—A little more encouragement was 
manifest in the Southwestern lumber market the 
past week as prices held steady and more inquiries 
and orders appeared. Sentiment was bolstered con- 
siderably by the report that the government would 
supply loans to farmers to build grain bins and some 
see this as the source for a large amount of lumber 
in the next few weeks. 

Home building made some progress in the area, but 
it still lagged below a year ago. The furniture fac- 
tories were not buying and the box companies also 
were slow in anticipating some of their requirements. 
It is heard that a score of the larger mills in the 
South are turning from the production of hardwoods 
to softwoods on account of the low realization on the 
former. 

Retailers still were pursuing a waiting position to 
see how far prices dropped before filling up their 
yards. Many are in need of inventory but prefer to 
bide their time. Mills report that the bulk of the 
orders they receive specify immediate shipment, in- 
dicating that retailers are badly in need of the stock. 
The yards still are calling for mixed cars and not 
much straight car business is being booked. 

The report of 167 retail yards in the Southwest in 
the first four months of 1949 did 19 percent less busi- 
ness than a year ago, according to the Federal Re- 
serve bank of Kansas City. 

SEATTLE—tThe production and orders lines on a 
graph roughly parallel but the order line reveals 
striking ups and downs for the past six months. 

Log output as of June 1st shows a large inventory. 
Over 430 million feet in Puget Sound as compared to 
36444 May lst and 274 a year ago. Columbia river 
reported 403 million feet or an increase of 57 mil- 
lion over May Ist. Grays Harbor with 98 million feet 
is up 5 million and almost twice as high as a year ago. 
Hemlock production shows a large increase through 
the year. 

Demand-prices—Buying continues hand to mouth. 
Neither buyer or mill is much interested in trading 
on a declining market. Most in demand item has been 
dry dimension. Many mills have 45 day order files 
on this product and some, with a two or three week 
summer shutdown ahead, have closed the books on 
further orders. 

Prices run about the same as a fortnight ago. Drop 
siding is sold at $120-$140; vertical grain flooring at 
$135 to $145 and stepping at $180 to $205. Specified 
dimension brings $46 and boards sell at the same 
price. Random dimension sells for $42 and hemlock 
for $40. Rough green timbers move at $40 and 
structural at $70 to 80. 

Red label shingles are fairly hot. Large numbers 
are being used for siding. There is a trend of shingles 
to be used for siding instead of roofing. Mills are 
anxious to shade price on No. 1 5 X in return for a 
mixed car. 
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PAUL BUNYAN’S PROGRESS 


In the Age of Giants Paul Bunyan’s axe levelled the forests. It’s 
different today, close utilization, forest protection and careful 
manufacture to standard grades. 


COMPLETE STOCKS INQUIRIES WELCOME 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


SUSANVILLE CALIFORNIA 


TRADE-MARK 





REGISTERED 














SELLING THE PRODUCTS OF DISTRIBUTORS OF 
*THE McCLOUD RIVER LUMBER SREVLIN PINE 
COMPANY qc! 
McCloud, Calif. Reg. U. S. Pat. Of. 
*THE SHEVLIN-HIXON COMPANY EXECUTIVE OFFICE 


Bend, Oregon 900 First National Soo Line Building 
“Menkes f Ge Wate Pin decile MINNEAPOLIS, MINNESOTA 


tion, Portland, Oregon. DISTRICT SALES OFFICES: 











SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








, NEW YORK CHICAGO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 
“2, Fixe Woodwork Lexington 2-9117 Telephone CEntral 6-9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbrook 2-7041 























|AETNA’S HARDWOOD PLYWOOD MERCHANDISER 





“Sells Hardweed Plyweed Faster” 
SAY DEALERS FROM COAST TO COAST IN 21 STATES 


Send today for FREE Details on how you can build 
a profitable hardwood department 


AETNA PLYWOOD. & VENEER CO. 


1732 Elston Ave. Chicago 22, Ill. 


BRANCH WAREHOUSES: Grand Rapids, Mich., Rockford, III. 
SALES OFFICES: Detroit, Mich., Minneapolis, Minn., Richmond, Va., Milwaukee, Wisc., 
Indianapolis, Marion and West Lafayette, Ind. 


Phone, ARmitage 6-7100 








THE NAME SILVER LAKE stampeD ON EVERY FOOT 
- @ PACKED IN CARTONS @ 


LOWER PRICED.GRADES 
EDDYSTONE 


Mills and Sales Office PELHAM 


SILVER LAKE CO. 5 chetrcheochee, Georgio wR 


Tol fo ME lalcolelelamc-tellolalel Mm Ott diol hiole: 
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BENGAL 




























Michigan Salesmen 
Elect New Board Members 


The board of directors of the Mich- 
igan Association of the Traveling 
Lumber and Sash and Door Sales- 
men, recently elected three officers 
at a special meeting. Vice-president 
Whiteney W. Buck of the Patterson- 
Buck Hardwood Company, Detroit, 
Mich., was elected president to suc- 
ceed the late Jay B. Deutsch. R. I. 
McWilliams of the Shevlin Pine Sales 
Company was elected to the vice- 
presidency. Frederick Leech of the 
General Hardwood Company, Detroit, 
Mich. was elected director to com- 
plete the board. 


Sloane-Blabon Marks 
Completion of Philadelphia 
Plant Expansion Program 


Sloane-Blabon Corporation, the 
country’s oldest producer of hard 
surface floor coverings, which has 
been identified with Philadelphia in- 
dustry since 1807, marked initial com- 
pletion of the local phase of its 
$11,000,000 three-year plant expan- 


Ylames in the News 


sion and modernization program to 
double production, on June 7. Mayor 
Bernar Samuels; Houlder Hudgins, 
president, and William F. C. Ewing, 
chairman of the board of the Sloane- 
Blabon Corporation, commemorated 
the event at a ceremony held at the 
plant at 11:30 A.M. 

A feature of the ceremony was the 
ringing of the Old Bell which was 
used to call the plant’s employes to 
work and later to call the people 
of Philadelphia to church services 
during the 1870’s and 80’s. In addi- 
tion, a “Certificate of Commenda- 
tion” was awarded to Sloane-Blabon 
by the Philadelphia Chamber of Com- 
merce. 

Following luncheon, a tour of the 
company’s new plant buildings and in- 
spection of newly installed equipment 
were made by Mr. Hudgins, Mr. 
Ewing and other directors and officers 
of the corporation. Sloane-Blabon is 
the country’s third largest producers 
of felt base floor and wall coverings, 
inlaid linoleum and asphalt tile. It 
also produces Koroseal tile, cove base 
and cove molding. 


Wire, Rod and Bar Facilities 
Expanded at Reynolds Plant 

A one-third increase in capacity 
will result from the expansion of 
Reynolds Metals Company wire, *od 
and bar mill at Listerhill, Ala. The 
enlarged mill will soon be in full 
operation, David P. Reynolds, vice- 
president, announced. “The expan- 
sion of these facilities accompanies 
the transfer of certain equipment for- 
merly located at our Plant 7 in Louis- 
ville,’ Mr. Reynolds said. 

The enlarged facilities which were 
started in early February of this year 
will be used for the manufacture of 
products ranging from small wire up 
to bar as large as 8 inches in diam- 
eter, and structural shapes ranging 
from %-inch by %-inch angles up to 
a 6-inch channel. Facilities for pro- 
ducing a complete range of sizes of 
screw machine stock, hexagons, 
squares and rectangular bars have 
also been set up at the Listerhill 
plant. 


Hyster's Truck Sales and 
Service Facilities 

The Hyster Company officially 
opened its new Los Angeles area re- 
tail truck sales and service facilities 
at 5301 Pacific Blvd., Huntington 
Park, Calif., on May 20 with an open 
house lasting from 2:00 until 9:00 
p.m. 





On display were several models of 




















L 
HELLER STORE FIXTURES ARE THE BEST 


Compare Heller Features Before You Buy 


New Modern Styles—Better Built—Assembled & Finished— 
Larger Selections — Conventional Styles — New MULTI- 
LEVEL Styles. Lowest Prices. 


You are invited to visit our factory and see these beau- 
tiful fixtures in a model store setting. It makes selec- 
tion of fixtures interesting and easy. 

Free Store Planning Service 


Write today for huge catalog No. 40A. Send us a sketch of 
your store for free store plan. 


W. C. HELLER & CO. 
1050 BRYANT ST. MONTPELIER, OHIO 


Designers and manufacturers of Hardware Store 
fixtures exclusively since 1891 
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WiLam-(o- don abe 
CUPBOARD DOORS 


¥% INCH 
if UNSELECTED 


Bircw 


WIDTHS: 12” to 24” 
in 2” steps 
LENGTHS: 12” to 12” 
in 2” steps 


* 
@ 1/8” 3 PLY FACE 
PANELS 


@ UREA RESIN HOT 
PRESS BONDED 


@2” STILES AND 
RAILS TO PER- 
MIT TRIMMING 


* 


WARRANTY 


Wi-Lam-Ca Hollow- 
core Doors are Warranted for 
one year to stay flat to 1/16” for each foot or 
fraction of length provided that they .are stored in a 

flat pile in a dry room and that any necessary trim- 
ming is done equally from each edge and that both sides 
are finished identically. A new door blank will be fur- 
nished at no charge if any Hollowcore door does not fulfill 
our warranty. 


WISCONSIN ~eoncoxales 


COMPANY 


WISCONSIN 
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fork lift trucks with special purpose 
attachments, two models of straddle 
trucks and a mobile crane manufac- 
tured by the Hyster Company whose 
factories are located in Portland, Ore., 
Danville and Peoria, III. 

With a staff of fourteen people 
headed by L. W. Barclay, the organi- 
zation is exclusive distributor of 
Hyster industrial trucks in 13 coun- 
ties of southern California. 


Keep America Green Movement 

Pennsylvania, long a pioneer in the 
field of forestry, has joined the Keep 
America Green movement. The action 
was taken at Harrisburg during the 
62nd annual meeting of the Pennsy]l- 
vania Forestry Association, sponsor 
of the Keep Green program in that 
state. 

The Keystone State’s action brings 
to 25 the number of states now ac- 
tively participating in the national 
Keep America Green forest fire pre- 
vention program. Together’ these 
states represent well over half the 
nation’s land area. In addition to being 
the newest Keep Green affiliate, 
Pennsylvania is also the most popu- 
lous state participating in the pro- 
gram. Keep America Green is spon- 
sored nationally by American Forest 
Products Industries of Washington, 
D. C. 


New Basic Styling to Highlight 
Showings in San Francisco 


A new type of basic styling in all 
kinds of home goods is reflected in 
the new designs and products to be 
shown during Western Summer Mar- 
ket, August 1 thru 6, at the Western 
Merchandise Mart, San Francisco. 

The general trend in home furnish- 
ings is to better correlation of lines 
with emphasis on fewer and better 
models in low end brackets. Although 
strongly influenced by functionalism 
in simplicity of line and basic utility, 
style trends are versatile. Of particu- 
lar note is the continued blending of 
varied periods in contemporary decor- 
ation, with a marked renewed inter- 
est in Provincial, Colonial and Amer- 
ican primitive designs. Augmenting 
the classic simplicity of Modern de- 
sign the current trend to Provincial 
styling offers a decorative scheme 
which combines both beauty and 
functional utility. 

In new designs there is a marked 
lack of intricate decoration. Lines 
are simple and well scaled, with em- 
phasis on design in form rather than 
pattern. This applies not only to 
purely functional styles but is re- 
flected in traditional pieces as well 
tl ough the development of new lines 
In basically styled Provincial groups. 
Finer woods are being used with 
gain and patina finishes predom- 
nant. Hardware is classically simple 
1! used at all and more attention is 
paid to incorporating utility features 

part of the basic. design. 

With supplies being constantly in- 
creased and a greater selection of 
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STRIPITE 


Fonmilel re COMPLETE 


line of PLASTERING ACCESSORIES 


For example, CORNERITE, a narrow strip of 2.5# painted 
MESHTEX, 8 feet long, bent at right angles, (2” x 2” or 3” x 3”) 
— used for reinforcing inside corners of walls and partitions in 
wood, tile or plaster-block construction. Also, STRIPITE, — 
2.5% painted MESHTEX, 3 inches wide by 8 feet long, — used 
extensively in reinforcing joints in plasterboard construction. 
These are but two of dozens of needed fast-selling numbers. 
Send for complete catalog and information on Penmetal Dealer- 
ships. 


CORNERITE 






80th PENMETAL 
YEAR 


PENN Metac Company, INc. 
General Sales Offices: 205 East 42nd Street, New York 17, N. Y. 


District Sales Offices 
Philadelphia Chicago. _—_— Detroit Indianapolis 
San Francisco . Dallas Parkersburg, W. Va 


Boston . New York 
Seattle . los Angeles 


avity 


Factory. Parkersburg, W. Va 





LOOK AT 
THESE CALDER 
FEATURES 


@ Sturdy aluminum 
rame 

# Heavy; ‘tough ‘alumi- 
num hide 

@ Exclusive track and 

roller design wedges 
door tight with no jam- 
ming 


oy | L |B) FR @ Oil resistant Neo- 
prene tired rollers 
! @ Bind-proof locking 
mechanism 
OVERHEAD-TYPE 


@ Interlocking weather- 
proof joints 


®@ Sections. individually 
replaceable 


@ Track joints always: 
in line 


SECTIONAL GARAGE DOOR 


as modern as tomorrow 


This is the Door to Bigger Profits 


ceptional opportunity for progres> 
sive distributors and contractors. 
We invite you to open the Calder 
Door to Profitable enterprise. W rite 
for full information today. 


Outstanding features of Calder 
Overhead Garage Doors make sales 
easy because their superiority is 
quickly recognized. Generous 
dealer discounts make them an ex- 





‘UILDING Propucts MERCHANDISER 


THE CALDER MANUFACTURING CO., Lancaster 4, Penna. 
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patterns available, hard surface cov- 
erings are reaching a definite high 
style note. Inlaid patterns are highly 
popular in both standard coverings 
and in plastic and asphalt tiles. New 
all-over patterns in floral and leaf 
designs offer a wide variety of selec- 
tion and there is continued interest 
in parquetry and wood inlay effects. 
Appliances 

Outstanding in major appliance 
lines are the many new models in 
lower price brackets. Incorporating 
the important utility features of 
higher priced merchandise these new 
low end models are designed to meet 
today’s market demands for simpli- 
fied styling and quality at a price. 
The new models include, refrigera- 
tors, some with freezer combinations; 
stoves, scaled down in line but in- 
cluding all major utility needs, and 
compactly designed washer and dryer 
combinations. Also of importance are 
the new unit type designs and built-in 
models which include all major utility 
needs in one wall space. 





Companies Announce 





Korina Imports Increasing 
Bi . Lumber Company, When the Belgian line ship Houffalize arrived in New York recently, with the 18th 

-+, With general offices in Madison, ad of Cian 3 f S. Belaion C tb ht to $700,000 the val f this 
Wie. tens teesteeeed te: Went Geant oad of Korina logs from the Belgian Congo, it brought to : the value of this 

“A new African hardwood imported by United States Plywood Corporation. The first 
office from Seattle to 430-40th St., token shipment in October, 1947 proved so successful that the size of the shipments 
Oakland, Calif. The new office will be increased. They will be continued indefinitely to fill the increasing demand for the 
under the supervision of Edgar P. Korina veneers for furniture and plywood. Here a giant Korina log weighing 3 ‘ons 
Sawyer, formerly of Madison and comes out of the hold of a Belgian line ship for transfer onto a lighter. 











Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


The Brand to Rely on for Distributed through the Whole- 
Quality Products sale Trade exclusively. 


ROLL - O F Fr “The Active Truck is the Money-Maker” 
LUMBER TRUCK BEDS since 1918 


Complete Beds Shipped KD * 
EASILY MOUNTED 
Write for Catalog & Prices 

















Two Minutes Two Hours 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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For over 21 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Flooring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled. 





Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 


ing rules. 
Try Ozark Brand 


Oak Flooring 
You'll like it. 


je al 
ha a 


Man THE OZARK OAK FLOORING CO. 
| Or 





















@ New all aluminum Keystone 
Frameless Tension Screens will 


be an attractive and profitable 





item to add to your line. Avail- 
able in standard sizes for 
double hung windows, these 
full length screens have loads 
of customer appeal that can 
easily and quickly be turned 
into profits for you. 
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Logged in 1936-1937 





HARDWOODS e@ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Air-dried 


Neopit, Wisconsin 
QUALITY LUMBER 


Kiln-dried 





OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. B. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P. 0. Box No. 85 

Great Neck, L. L., Crystal Lake, Ill. 
New York 


Member Western Pine Assn. 
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Oshkosh, Wis. The Oakland office will 
also act as an independent sales 
agency and will deal principally in 
lumber products from mills in north- 
ern California and southern Oregon. 


The Porter-Cable Machine Com- 
pany, Syracuse, N. Y., announces the 
appointment of H. G. Wild as eastern 
zone manager. Mr. Wild was formerly 
the Central New York district sales 
representative of the company. Under 
the direction of J. A. Proven, general 
sales manager of the firm, Mr. Wild 
will have charge of sales policies 
governing the distribution of Porter- 
Cable products on the eastern sea- 
board including New York State, the 
New England States, Pennsylvania, 
and the Cleveland area. Mr. Wild has 
been associated with Porter-Cable 
since 1939. 





Truman E. Palmer has been ap- 
pointed Eastern Sales Director of 
the Malta Manufacturing Company, 
Malta, Ohio, one of the nation’s pio- 
neer makers of wood window frames. 
The announcement was made recent- 
ly by James G. Boden, manager of the 
company. High on Mr. Palmer’s 
agenda for the future is a program | The First of the New "H" Models 
of sales education which he plans spit 
to carry out in cooperation with the The first of the new heavy duty “H models, recently announced by GMC Truck & 
jobbers and dealers who are now han- Coach Division of General Motors is driven off the assembly lines at Pontiac, Mich., by 
a, Minin wealedin fn the wlll. M. D. Douglas, general manager. Other GMC executives taking part in the ceremony 
waned Pp 7 : = are, from left to right: J. E. Johnson, sales manager of the Truck Division; P. G. 
work and lumber business since 1926, Dempsey, superintendent of truck production; and J. S. Falberg, factory manager. The 
Mr. Palmer spent 13 years as a buyer new line is comprised of 61 basic models reported to be the most complete range of all- 
and estimator of millwork with Gal- new, all-improved heavy duty trucks ever to be introduced at one time. 


Al Clements Dumber Co. 


MANUFACTURERS & WHOLESALERS e DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


EUGENE, OREGON P. O. BOX 908 PHONE 5640 TWX NO. EG 49 


YOUR COMPLETE NEEDS 
POLES and IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 


. Log stop and Loader . . . Shotgun steam feeds 
. Automatic feed table for planing mills. Write 
for ‘catalog and ‘Power House’. 


e, 
Goodwin Johnson Ltd. Cunning fam 


MACHINERY 

















Metropolitan Building 


Vancouver, British Columbia 13> eee. TS OT 


sHREV 
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NEW 
LOWER 


Dealers’ Prices 


Newman 


RAILINGS 


@ Brass , 
e Aluminum 


non-ferrous 


metal products NOW at 
lower prices to assure you 
@® Bronze bigger profits. 


@ Stainless steel 


Unexcelled quality 





GRILLES e ROPE 
WRITE TODAY... for RAILS e@ DOORS 


fi data, prices, discounts. 
Positively no obligation. 


NEWMAN BROS., Inc. 


Dept. A-L Cincinnati 3, O. 


AND ENTRANCES e 

KICK PLATES e 

THRESHOLDS e 

PUSH AND PULL 
BARS 


























SAW REPAIRS 
We Do All Kinds of Circular Saw Repairing 


Our specialty is cutting down worn out Inserted Tooth Saws 
and making them like new and only a little smaller. We also 
change Solid Tooth Saws to Inserted Tooth. 


We use only Simonds Bits and Shanks in our Repair Work be- 
cause we know Simonds Bits and Shanks make any saw a 
BETTER saw. 


Distance is no Barrier. We have customers in almost every 
state, because, after 50 years’ experience we know how. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 


THE ORIGINAL MINER SERVICE 

















Highest Quality Forest Products Since. 1895 


J. NEILS LUMBER COMPANY 


Libby, Montana Klickitat, Washington 
ae i 

















C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 











3 


JAMES W.SEWALL COMPANY 


Consulting Foresters 


ea 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 


CPT Da hy Saag ys 
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Here’s what you’re looking for 


WATERPLUG.... to stop the leaks. 
THOROSEAL... to fill & seal the surface. 
QUICKSEAL...for a beautiful finish. 


cost on. our 













promotion 
purchases. 
We must recommend the 
Thoro System Products to 
our trade, because they 
have proven their substan- 


We must consider the sub- 
stantial quality and reliabil- 
ity of all products that we 
sell to all our customers. 
We must be assured we 
are not paying on a huge tial quality and low cost. 


Standard Dry Wall Products 


BOX X. NEW EAGLE, PENNSYLVANIA 





65 












liher and Huguely, Inc., Washington, 
D. C. Just prior to joining Malta, he 
was with the Dealers Warehouse 
Supply Company, Inc., Baltimore, 
Md. A graduate of Benjamin Franklin 
University in Washington, D. C., 
where he received his Master’s Degree 
in Accounting and Business Admin- 
istration, Mr. Palmer is a past presi- 
dent of the Washington, D. C., Hoo- 
Hoo Club No. 99 of Hoo-Hoo Interna- 
tional. He was also a member of the 
Washington, D. C. Board of Trade. 


J. Herschel Campbell, manufactur- 
er’s representative with offices in 
Chicago, Ill., has recently become 
associated with A. G. Jacobus’ Sons 
Inc., of Verona, N. J., manufacturers 
of fine paint and household brushes 
since 1835. 


James S. Kemper, chairman of 
Lumbermens Mutual Casualty Com- 
pany, was elected a trustee of the 
National Industrial Conference Board 
at its 33rd annual meeting at the 
Waldorf-Astoria hotel, New York 
City. 


Virgil Oliver, long associated with 
the wood working and lumber indus- 
try, has been appointed factory rep- 
resentative of M and M Wood Work- 
ing Company in Southern California, 
Arizona and New Mexico. To bring 
better service to M and M customers, 
Mr. Oliver has a telephone installed 
in his automobile and also uses a 


four-place Navion airplane to cover 
his territory. His office is located at 
2902 Rowena St. in Los Angeles. 


C. T. McMurray, vice-president in 
Charge of Sales for Minnesota and 
Ontario Paper Company, Minneapolis, 
announces three organizational 
changes. G. F. Hoppe, formerly an- 
vertising manager, has been appointed 
Insulite sales promotion manager. 
This position, newly created to meet 
growing competitive market condi- 
tions, will include executive planning 
of all Insulite sales promotion pro- 
grams. George H. Alarik has been 
appointed advertising manager for 
all operating divisions of Minnesota 
and Ontario Paper Company. Clarke 
Taube has been assigned as assistant 
to the advertising manager. 


J. C. Rector, Cincinnati district 
manager of the Philip Carey Mfg. 
Company, announced that his office 
will move on June 3 from its present 
location, 217 East 8th St., to 316 
South Wayne Ave., Cincinnati 15, 
Lockland, Ohio. The company’s main 
plants and general offices are also 
located in Lockland. New headquar- 
ters will be on the first floor of 
Carey’s Research Laboratory build- 
ing. There will be no changes in 
personnel. Mr. Rector said the move 
is being made to provide better and 
more complete service to Carey cus- 
tomers. 


Charlie McEwen’s 60th Anniv: 
sary at Devoe & Raynolds Compa: 
Inc., New York City, was celebrat 
at a dinner attended by 19 peo) 
whose years of service represent: : 
an average of 39 years per pers 
Among the 19 Devoe members at- 
tending the dinner were E. S. Phillis, 
president, E. B. Prindle, executi 
vice-president, E. L. Pangborn, exec- 
utive vice-president and Renshaw 
Smith, Jr., vice-president. Also at- 
tending was G. H. Phillips who ceie- 
brated his 75th year on the Devoe & 
Raynold’s payroll. E. S. Phillips pre- 
sented Charlie McEwen with a check 
from the company and expressed the 
sincere wish that Charlie would be 
at his reception desk when Devoe 
celebrates its 200th anniversary in 
1954. 


The Independent Lock Company, 
Fitchburg, Mass., announces the ap- 
pointment of Burton A. McCuen as 
merchandising manager for both the 
parent company and its subsidiary, 
The Lockwood Hardware Manufac- 
turing Company. Mr. McCuen began 
his career in builders’ hardware as an 
assistant to the advertising manager 
at P. & F. Corbin in 1923. He spe- 
cialized in advertising and sales pro- 
motional work there until 1936. Later 
in that year he joined the Independent 
Lock Company as Advertising and 
Sales Promotional Manager. In 1941 








CLEARS. 


shipment. 


TO RETAIL LUMBER YARDS, 
PLANING MILLS & WOODWORKERS 


Complete stocks of Air Dried and Kiln Dried PON- 
DEROSA PINE, SUGAR PINE and DOUGLAS FIR 


Carload or less-carload quantities for immediate 


Also CYPRESS and HARDWOODS. 


Send us your inquiries. 


V. F. CHRISTMANN HARDWOOD CO. 


3820 N. 2nd St. Chestnut 1312 St. Louis 7, Mo. 
OVER TWO ACRES OF YARD & SHED STORAGE 











RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine 


Ponderosa Pine 
Douglas Fir 
White Fir 

Cedar 














BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 

We Also Bulld 


BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 


Stock 


Oregon-American Lumber Corp. | 


SEATTLE. WASH. VERNONIA, OREGON 
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he joined the Reading Hardware Cor- 
poration, and served as director of 
sales until 1948. 


The South-West Lumber Company, 
wholesale distributors of Kansas City 
and Oklahoma City, recently opened a 
new office in the Baldrige Bldg., 
Omiha, Nebr. The manager of the 
office is Ben Lantz. 


John A. Hash was named assistant 
advertising manager of The Celotex 
Corporation, Chicago, IIll., Gates Fer- 
guson, advertising manager, an- 
nounced. Mr. Hash has been a mem- 
ber of the Celotex Advertising de- 
partment since 1944. 


Sterling Lumber Company pur- 
chased the plant and business of the 
Moore & Galloway Lumber Company 
in June 1947 and has continued oper- 
ation of the mill and yards at the 
same location. Although notice of 
change in ownership and _ business 
was sent out, the company is still 
receiving numerous letters and cir- 
culars addressed to the Moore & 
Galloway Lumber Company and 
Messrs. Henry W. and Fred M. 
Moore. 

Check your mailing lists and re- 
move the Moore & Galloway Lumber 
Company and Messrs. Moore from 
your list and address all future cor- 
respondence to: Sterling Lumber 
Company, 225 West McWilliams St., 
Fond du Lac, Wis. 


The Laucks Laboratories, 1008 
Western Ave., Seattle 4, Wash., newly 
formed Industrial Research Division, 
has announced the following appoint- 
ments: Those named to advisory posi- 
tions include H. N. Simpson, Seattle 
pulp and paper engineer; R. G. Tyler, 
professor of sanitary engineering, 
University of Washington; R. H. 
Rawson, Portland timber engineer; 
Dr. K. C. Clark, assistant professor 
of physics, University of Washing- 
ton; and E. R. McMillan, Seattle coal 
and fuel technologist. The new re- 
search division is active in the devel- 
opment of raw and finished materials, 
industrial by-products and natural 
resources of the Northwest. A re- 
port describing these activities has 
been prepared by the public relations 
office, and is available upon written 
request. 


Obituaries 


T. Gorman, president of the 
Gorman Lumber Company passed 
away June 8 following a sudden cor- 
Ohary attack. Mr. Gorman has long 
been identified with the lumber in- 
dustry in both Wisconsin and the Up- 
per Peninsula of Michigan. He has 
Served as president of the Northern 
Kismloeck and Hardwood Manufactur- 
¢ Association, Oshkosh, Wis., and 
i Other official capacities with the 

sociation during his business 
( eer. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
oe It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 
inimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
Minimum charge of 35c per line. 
For advertisements bearing box number count 
five extra words. There are es 
5 words to a line and when less are specifie 
er used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 


‘HELP WANTED 














WANTED : 
Salesman for retail lumber and building ma- 
terial business. Excellent opportunity for a 
mar. who has had experience in strong compe- 
—, Address Box N-21, American Lumber- 
man, Inc. 





Wanted by growing lumber company located 
in south western New York, a capable book- 
keeper and office manager. Must be able to 
do some estimating, and sell over the counter. 
Should be fully acquainted with lumber and 
millwork, and must be able to furnish relia- 
ble references. Address Box N-30, American 
Lumberman, Inc. 





Salesman—To sell Yellow Pine, Western 
Woods, etc. for well-established manufac- 
turer and wholesaler in Northern Ohio terri- 
tory. Exclusive arrangement. Retail Yard and 
Industrial Trade. Write fully, stating age. 
experience, compensation, etc. Address Box 
N-31, American Lumberman, Inc. 





MILLWORK SHOP SUPERINTENDENT 
Capable of management, layout floor super- 
vision, including instruction of 12 skilled and 
semi-skilled employees. Modernly equipped 
separate shop in conjunction with large re- 
tail building material business manufacturing 
majority of its lumber products. Write giving 
qualifications and — desired. All replies 
confidential. Address Box N-28, American 
Lumberman, Inc. 





HELP WANTED 


Millwork Estimator, experienced, capable of 
listing all millwork items from blue prints, 
_— job estimates, take measurements on 
job, etc. State age, education, experience, 
references, salary expected, when available. 
Position open old established firm in medium 
sized midwestern city. Address Box M-622, 
c/o American Lumberman, Inc. 





HELP WANTED 








PINE SALESMEN 
To sell Ponderosa Pine, Northem White Pine, 
; + we ae etc., for manufacturer and dis: 
ributor, exclusive arran J 
Box L-67, American Sunieuen, Be. _— 





Wanted: Man with experience in lumber 
yard and knowledge of small home construc- 
tion. — Box M-59, American Lumber- 
man, Inc. 





> 
. ....PARTNER WANTED 
Retail Building Supply yard in Central In- 
diana County seat town, wish a partner who 
can actively participate in office and man- 
agement. Investment of approximately $15,- 
000 to $20,000. Send full details Box N-47, 
American Lumberman, Inc. 





Wholesaler desires Yellow Pine Sales Man- 
ager in large Southern city, one thoroughly 
conversant with consumers and the mills. 
Advise in first letter sala expected, age 
and complete references. ‘Fine -Pposition for 
right party. Address Box N-37, American 
Lumberman, Inc. 





Wanted an experienced estimator, detailer 
and biller for Architectural woodwork. Ad- 
dress Box N-38, American Lumberman, Inc. 





WANTED: Lumber Yard Manager. Consumer 
type of business. Farm and city trade. Ap- 
plicant must be sales minded and a modern 
merchandiser, have executive ability, handle 
personnel. Ideal opportunity for well trained 
aggressive executive. Located Eastern Ohio. 
Address Box N-41, American Lumberman. Inc. 





Wanted: A man not over 40 years of age. 
who has had Fir sawmill experience, to fill 
a position as assistant to the Sales Manager 
of our Fir Department. Very good compensa- 
tion, with excellent opportunity for future ad- 
vancement. Write Edward Hines Lumber 
= _717 W. Washington Street. Chicago 2, 
inois. 


SITUATIONS WANTED 


MANAGER-AUDITOR. Over twenty years’ ex- 
perience. Bookkeeper to Auditor. Age 40, 
married, capable and responsible. Successful 
record. Prefer profit sharing plan. Address 
Box M-74, American Lumberman, Inc. 

















Owner of Wholesale & Retail Lumber Yard 
now <n out to partner desires position as 
superintendent or manager in mill or yard. 
Age 33, experience in estimating. drawing. 
construction, detailing of men, lumber opera- 
tion, finishing mill etc. State full particulars 
in first letter. Address Box N-25, American 
Lumberman, Inc. 





Position as buyer of Southern Hardwood. 
Consumer preferred. Now stationed and liv- 
ing in leading Southern Hardwood market. 
Have twenty-five years experience, inspect- 
ing. buying. Am well acquainted with Hard- 
wood Producers of the South. Will furnish 
references as to ability, integrity and de- 
pendability. Address N-40, American Lum- 
berman, Inc. 





BOOKKEEPER & STENOGRAPHER 
Experienced, capable, reliable. Familiar 
with office procedure and accustomed han- 
dling correspondence. Prefer position with 
hardwood and/or Pine concentration yard, 
but will consider other. Available soon. Ad- 
dress Box N-44, American Lumberman, Inc. 





Retail Lumber Manager 
Small yard branch manager—I15 years expe- 
rience—small house trade—rural section. Ad- 
dress Box N-48, American Lumberman, Inc. 





Experienced millwork executive desires posi- 
tion as manager of Mfg. or jobbing business. 
Write F-34, American Lumberman, Inc. 





Salesman with past mill experience looking 
for fir, hemlock, kiln dry Ponderosa Pine con- 
nection, to cover well one territory in 
Ohio. Will consider working on a straight 
commission basis. Address Box N-45. Ameri- 
can Lumberman, Inc. 


"USED MACHINERY WANTED | 


NAILING MACHINE 


Morgan open back nailing machine with 
clinching attachment. 42 or 48 inches wide 
with 12 or 14 track. Must be in good oper- 
ating condition and available immediately. 
South Bend Lumber Co., 1535 So. Main St., 
South Bend 23, Ind. 
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WANTED TO BUY — 
MISCELLANEOUS 


Ban ny 

y weight— tonnage 

W. H. DYER CO.. INC. 

Railway Exchange Bidg.. St. Louis 1. Mo 








BUSINESSES FOR SALE 








Wisconsin flooring plant with Yates A-7 
machine. Modern ) R— dry kilns. Abundant 
Oak and Maple within trucking distance. 
Priced right and reasonable terms. Would 





RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 lb. 30 lb. 35 Ib. & 40 lb. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston. W. Va. 








MILLING IN TRANSIT 








We do dressing, resawing and kiln drying in 
transit. 
Grayson Lumber Co., Inc., Birmingham, Ala. 


LUMBER & DIMENSION 
WANTED 


BARN SASH 
Glazed. 11/,"° solid rail Ponderosa. Lots 500 
to 1000. Cash. 
O’NEIL LUMBER COMPANY 
East St. Louis, Ill. 


BUSINESS OPPORTUNITIES 



























Commission Sales Organization representing 
West Coast Mills wishes additional asso- 
ciations with Fir, Pines, Millwork, Door and 
Moulding sources. Calling and selling to 
well rated reliable firms only. (Jobbers, 
Wholesalers, Large Lumber Dealers in N. Y., 
N. J., Penna. & Conn.) Address Box M-6l, 
American Lumberman, Inc. 





TIMBER ESTIMATES & APPRAISALS 
in Wisconsin or Upper Michigan. Write: 
Box M-66, American Lumberman, Inc. 





Fabricated Houses Times Saver Systems. 
Very profitable growing young industry. 
Open to business men. mechanics, etc. New 
scientific methods will make you experienced 
mass production home builder. Write: 
Universal Delineators, P.O. Box 370, Times 
Square Station, New York 18, N. Y. 









License Manufacture 
Fitted for Big Saw Mill Undertaking 


A Novelty of Current Interest in the building 
line that in a short time has become a mil- 
lion-dollar article in Europe, will be given 
up for license manufacture to first-rate saw 
mill undertaking with own sales organiza- 
tion. Manufactured in 9 countries. The 
manufacture rightly taken care of. can be- 
come very profitable, and the use of the 
article has a great importance of political 
economy. The construction is ve simple 
and does not demand any appreciable erec- 
tion-and-equipment capital. Reply to Box 
N-32, American Lumberman, Inc. 








BUSINESSES WANTED 





WANTED TO BUY 
Retail Lumber and Building Material Business 
in town ranging approximately from 
to 125.000. Write — particulars to Box 
L-24, American Lumberman, Inc. 


selling part ownership. Write Box 
L-31, American Lumberman, Inc. 





For Sale—Woodworking plant well located in 
favorable sales and labor area, approximately 
150 miles from Chicago. Fully equipped to 
produce Millwork, Store Equipment or Furni- 
ture. Competent sales and production or- 
ganization available to purchaser. Plant has 
about 30,000 feet floor space with room for 
expansion. Good volume of orders on hand 
with practically unlimited volume available. 
Present management wishes to retire because 
of age and health. Interested in outright sale 
of real estate and equipment or might con- 
sider sale of equipment and lease on real 
estate with oye option. Might also con- 
sider sale of part interest to competent party 
desiring to assume management. Address Box 
M-72, American Lumberman, Inc. 





FOR SALE. Nebraska Yard located in Corn 
Belt. Good Plant. New Stock. Owner wishes 
to quit business. For particulars address 
Box N-27, American Lumberman, Inc. 





Modern San Francisco Bay Area lumber yard 
established 15 years with good sales organi- 
zation. Complete plant and facilities includ- 
ing remanufacturing plant and kiln. Value 
$300,000. Almost paid for. Desire to lease or 
sell on small down payment to competent 
party able to provide own working capital. 
Ideal for mill desiring Metropolitan Area dis- 
tribution yard. Address Box N-46, American 
Lumberman, Inc. 








CENTRAL CALIFORNIA 


Building Material Yard (Established 1930) in 
most progressive area in state. Ideal loca- 
tion fronting two main streets. Warehouses, 
bunker and space for lumber (if interested 
in handling same) within short distance of 
main yard. Gross Sales 1948 $850,000. Busi- 
ness has consistently shown net profit of 10 
to 17%. Will lease property on long terms 
at reasonable figure. Owners have other in- 
terests and would like to do a “‘little fishin’’. 
Address Box N-43 American Lumberman, Inc. 





FOR SALE—Rochester, New York, well estab- 
lished lumber business including real estate, 
machinery, trucks and inventory. Address 
Box N-42, American Lumberman, Inc. 





Small retail yard in Northern Indiana or 
Southern Michigan town of 2,000 to 30,000 
population. Will consider part interest. Ad- 
dress Box N-33, American Lumberman, Inc. 


BUSINESSES FOR SALE | 


Complete Band Mill. Need building space. 
Mershon 6°. new bearings. saws, iner 
Heavy Duty Edger. 3 saw SKF Chalmers 
heavy duty carriage. Cut-off saw, table 
saw, complete filing room equipment, log 
turner. cables, rails, rollers, ge area 
10, with or without motors. BARGAIN. Fliaig’s 
Mill, Millvale, Pa. 


LUMBER YARD FOR SALE 
Leased land and buildings. low rental, 
monthly sales $18,000. You buy inventory 
only at market, nothing for goodwill. Good 
district over 50 miles from Los Angeles. Ad- 
dress Box N-35, American Lumberman, Inc. 
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FOR SALE: Contractors’ and mill shop 
equipment business in Tucson, Arizona. Also 
licensed for wholesale and retail hardware. 
1948 gross sales $51,000. Exclusive distribu- 
tors and dealers many nationally known tool 
lines. Stock and fixtures on hand over §10,- 
000. Entire business for $15,000. Excellent 
location with three year lease @ $125.00 
month with three year option, part of store 
subleased @ $50. month. ddress Box 
N-39, American Lumberman, Inc. 





For Sale: Coal and Building Material yard, 
Hardware, Farm Equipment and Appliances. 
Excellent opportunity to add lumber. Owner 
has other interests. Northeastern Wisconsin. 
$15,000 will handle. Address Box N-36, 
American Lumberman, Inc. 





Retail Lumber Yard—located in Montana 
town of 50,000 on main highway. $30,000.00. 
Address Box N-34, American Lumberman, Inc. 
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BUSINESSES FOR SALE 





For Sale: A Woodworking ee emp oy- 
ing 75 men manufacturing Dowels, Dimon. 
sions, and Bandsawed Stock. puepped for 
other types of manufacturing in the wood 
line. Centrally located in New York State 1, 
mile from N. Y. Central R.R. Station. Ma. 
chinery Electrically operated. Sawmill pro. 
ducing 10,000 board ft. per = About 800 
acres land, partly timbered. Logging with 
modern equipment. Address: F. L. fio 
Altmar, N. Y 





rion, 





For Sale: Lumber and Building materials yard 
located in fast growing southern Indiang 
town, present size between three and four 
———- Address M-73, American Lumber. 
man, Inc. 





For Sale: Retail lumber yard and electricall 
equipped saw mill, completely equipped. 
Located in northern Indiana near city of 
140,000. Owner wishes to retire. Address 
Box M-63, American Lumberman, Inc. 





WANT TO SELL OR BUY 
LUMBER 


MACHINERY 
EQUIPMENT 


You'll find your best market 


among American Lumber- 
man Building Products 
Merchandiser’s 22,000 


readers. 


The cost is low—10 cents 
per word — $6.00 per inch — 
less for consecutive inser- 
tions. 


To reach the next issue mail 
your copy now to: 
AMERICAN LUMBERMAN 


Inc. 
139 North Clark Street 
Chicago 2, IIL 





FOR SALE : 
Canadian Lumber operation near Algonquin 
Park, Ontario. Complete six foot Band Saw 
Mill with considerable block of Timber. 
approximately two-thirds Birch. For particu- 
lars write Hubbel & Son, Huntsville, Ontario. 





LUMBER YARD 


A successful retail lumber business in a west- 
ern suburb of Chicago will sell a 100% in- 
terest in the corporation. The yard is located 
near a new fast growing industrial district 
and a large new home development section. 
It will require $100,000.00 to buy this interest. 
Will return better than 20% on the invest- 
ment. Address Box H-49, erican Lumber- 
man, Inc. 





FOR SALE: Retail lumber yard and farm 
machinery business in East Central Minn. 
Rich farm territory. Int. Franchise. 200 tt. 
frontage on os 8. 1948 volume $100,000. 
a Box -49, American Lumberman 
ne. 


FOR SALE—Small millwork and moulding 

lant. 7,000 sq. ft. floor space. Good back- 
og of business. pee help. With or with- 
out real estate. Will sell controlling interest 
to capable parties. Located Middle Tennes- 
see. Address Box M-64, American Lumber- 
man, Inc. 

















